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|| THE HAPPINESS THRILL 


When a person engages in the work of life underwriting with a responsible legal reserve life 
insurance company he enters the business with a pleasurable thrill and if he leaves it, he leaves 
with many a regretful pang. 


\uvnins 


There are many men who were at one time a success in this business who severed their con- 


= nections because of personal enterprises or for other good legitimate reasons as they saw it. Some 
of these gentlemen now think they would like to return to the work in which they were previously 
successful, again to tread the trail where they found THE HAPPINESS THRILL. If their 

A insurance records are clear with the respective companies they represented we would like to hear 

) from such men at this time. 

N 

A This Company has at present General Agency and District Managership openings at: 

California—Los Angeles, San Francisco, Oakland, Sacramento and Fresno. 

I Iowa—Des Moines, Sioux City, Cedar Rapids, Council Bluffs and Davenport. 


Michigan—Detroit, Grand Rapids, Lansing and Kalamazoo vicinity. 
Minnesota—Minneapolis, St. Paul, Duluth and Winona. 
Oklahoma—Oklahoma City and Tulsa. 


Pennsylvania—Philadelphia, Pittsburgh, Scranton, Wilkes-Barre, Erie, Reading, 
Harrisburg and Williamsport. 


Texas—Dallas, Houston, Fort Worth, Waco and Amarillo. 


enayyy 


Washington—Seattle, Spokane and Tacoma. 


Wisconsin—Superior, Ashland, Green Bay, Appleton, Neenah, Menasha, Racine, 
Kenosha, Beloit, Janesville, Eau Claire, Chippewa Falls, Madison and La 
Cross. 











Rupert F. Fry, President F. J. Tharinger, Asst. Sec’y & Mer. of Accident & 
Health Department. 





Jno. E. Reilly, Sec’y & Treas. L. C. Cortright, Actuary & Ass’t Sec’y. 


Tie Old Line Life Insurance Company of America 


HOME OFFICE: ~ - MILWAUKEE, WISCONSIN 
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OUR 
SERVICE 
COVERS 
THE 
COUNTRY 


A COUNTRY-WIDE INSTITUTION! WHY? 


When a business institution shows consistent growth 
there is sure to be a reason behind it. The growth of the 
Reliance Life Insurance Company is easily explainable. The 
reason lies in Perfect Protection. This company presents 
through its Perfect Protection policy something unique in 
life insurance, a policy that covers the contingencies of life, 
as well as those of death. 


More and more people, from Maine to California, are 
placing their reliance in Perfect Protection—because it offers 
to them a means of insuring themselves and their loved ones 
against privation, whether by reason of sickness, accident, or 
death. All this in a policy so well devised that it is within 
the reach of every pocketbook. It will be worth your while 
to look into it. 


But That’s Not All 


There are three excellent reasons for seeking a contract 
with the Reliance Life. First—the company is financially 
“as sound as a dollar.” Second—it markets Perfect Pro- 
tection Policies, which are in demand and therefore readily 
salable. Third—the company has plenty of room for addi- 
tional agency material. 
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Reliance Life Insurance Company 
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Life Insuranee Has Big Year---Fire 
Difficulties---Casualty Companies 


year just completed has been one of 
progress for every branch of the insur- 
It has seen the solution of 
some very serious insurance problems, the 
beginning of the solutions of still other 


ance business. 


problems, and a largely increased business 
over the entire field. 





Of all the classes of the business, that of 
life insurance has probably been the most successful. Three 
years ago the life insurance men literally looked back in amaze- 
ment at their own accomplishments. 
banner year of life insurance, although, strictly speaking, the 
most productive twelve months were probably contained in the 
last half of 1919 and the first half of 1920. Toward the close 
of 1920, the flood of new writings had begun to fall off, and 
there was a steady continuance of this falling off throughout 
1921. 


1920 was known as the 


1922 witnessed an upturn in the amount of life insurance 
sales which, in some measure, indicated what 1923 might bring 
forth. Nevertheless, 1923 has, in fact, surpassed the very 
highest expectations and 1920 will be cited no longer as the 
peak year of life insurance. Indications point to sales of 
nearly $12,000,000,000 of new life insurance, as against less 
than $10,000,000,000 in 1920. 

Many factors have led to this great increase. 
ston, assistant actuary of the Travelers Insurance Company of 
Hartford, in an address delivered Monday of this week before 
the American Association for the Advancement of Sciences, 
has this to say about the year: 


James EI- 


In other words, 1923, a normal year (in so far as such a year ever 
exists) will surpass an extraordinary year whose production was the re- 
sult not only of the normal culmination of insurance education and 





BRIEF REVIEW OF 





YEAR’S RESULTS 


Companies Hampered by Internal 
Profit by Education of Publie 


effort, but of several other powerful factors: (1) the still persistent 
influence of the war emphasizing the uncertainties of life; (2) the after- 
effect of the active endorsement by the United States government of 
its life insurance for soldiers and sailors and the great efforts it made 
to educate the men to its advantages; (3) the development of group 
the reduced purchasing power of gold, thus creating a 


4) 


insurance; ( 
need for more protection; (5) the general prosperity of the country, 
and, (6) the influenza epidemic, which, in striking young and vigorous 
others, brought home the need of life 
insurance better than anything previously had. This combination of 
circumstances has, of course, influenced the whole five-year period, but 
The influence 


lives even more severely than 


seemed to be combined in the right proportions in 1920. 
still remaining in 1923 may be considered to be more or less permanent. 


While a fairly prosperous year on the whole, 1923 has not 
generally been considered in any way exceptional from a busi- 
ness viewpoint. The exceptional success of the life insurance 
business seems to have been due oniy in part to general business 
conditions and to have been influenced much more by such con- 
ditions as Mr. Elston lists in the above-quoted paragraphs. It 
is, therefore, possible to predict even greater success for life 
insurance in 1924 than in 1923, for, leaving general business 
conditions out of consideration, the other factors of increased 
production ‘will, undoubtedly, continue to operate during the 
coming year. Looking at this prediction from another angle, 
it might be concluded that a drop in the sales of new life in- 
surance during the coming year would be indicative of a seri- 
ous general business depression. 


FirE INSURANCE RESULTS 
Predictions in the field of fire insurance are not so easily 


made as in the case of life insurance. No such complete statis- 


(Continued on page 15) 
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THE MAKING OF THE FIRE INSURANCE RATE 


Ldward f. Lardy, fisistant Manager; ew York Fire Insurance Ixchanges 
Eighth Article 


AUNNITNUAAATAANOUNNANNANW WMI 







Rate Making in the Colonies---Continued 


HE manner in which assistance was extended is well illus- 
trated by the following notation which deals with a fire in 
Harrisburg, Pennsylvania : 

“Fire in 1796. On the 22nd of March, 
in the morning, a new brick double house belonging to Messrs. 
Kutz & Seidle, was almost entirely consumed by fire. £150 
were subscribed by a few gentlemen in the course of two hours.” 

The next shows the method employed at a fire in Newport, 


about one o’clock 


Rhode Island, in February, 1762: 

“A disastrous fire in the month of 
the stores of Long Wharf, Newport. 
petitioned for and received the grant of a lottery 


February, destroyed all 

Some of the sufferers 
for their 
benefit.” 

A reference to the Fire Brief was made in connection with 
and it filled the same place among the 
that it did 
r the 


the earlier articles, 
Colonies and in the beginnings of the United States, 
in Great Britain. The issuance of these briefs was unde 
care of the Ecclesiastical Court in England, and came to be 
commonly known as church briefs. It became the custom 
here, as it did there, to read these briefs in church and subscrip- 
tions were solicited. This is well set forth by extracts from 
the History of the Old South Church, Boston, Mass. : 
August 24, 1679.—‘“Sabbath was at the South Church, both 
parts and heard Mr. Willard. This day we had a contribution 
for those that were burnt out to which I gave five shillings.” 

October 11th, Fifth Day.—‘‘A collection was made for suf- 
ferers by the fire; two hundred sixty odd pounds gathered at 
the South Church, the oldest meeting house in Town.” 

May 20, 1741.—The fire in Charleston, S. C., 300 houses 
destroyed. Help asked from the Northern communities. 

“At a meeting of the South Church and congregation, upon 
3rief emitted by His Excellency the Governor with 


reading the 
for subscribing to a chari- 


the advice of His Majesty’s council, 
table contribution for the necessitous sufferers by the late dread- 
ful Fire in Charleston, South Carolina ; voted, 

That there be a public collection on the Lord’s Day, the 31st 
of this Instant May, to be put into the hands of Francis Fox- 
croft, Jacob Wendell and Anthony Stoddard, Esqre., and in- 
vested in such things as the Governor and Council shall judge 
to be most for the service and relief of 
sufferers by the late fire in Charlestown ; 
to Messrs. Benj. Savage, Thomas Cooper 
of said Charlestown, Merchants, to distribute 
their best discretion to the said necessitous sufferers only.” 

November 14, 1759.—Boston Fire. On November 18th, a 
letter was read from the Select men of Boston, asking aid— 


the most necessitous 
and to be transmitted 
and Joseph Morely, 
according to 


742—8s, 7d. 


March 19th and 2oth, 1760.—The most serious fire since the 


“Great Fire.” 400 dwelling houses, stores, shops, shipping, 
etc. Contributions from the neighboring governments and 
England. 


Fire on April 22, 1787.—A collection at the church netted 
£800, and as much more the next day was added by valling. 

Lord’s Day, August 3, 1794.—lire of July 30, 1797.— 
“Remarks—On the present occasion the members of the So- 
ciety did not subscribe themselves as before, but the papers were 
carried by the several committees to the inhabitants of the town 
wards. 


in their As much money was collected by 


On Sabbath afternoon on toth 


respective 
this method as by the former. 
of August, at the request of the committee, 
lection to give an opportunity to those who had not signed the 
subscription paper to add their mite in the general donation. 

Sabbath Day, July 23, 1797.—Voted that a collection be taken 
on the 30th to aid the Pres. Ch. in Savannah to rebuild the, 
ch. destroyed by fire the preceding Winter. 

11th, 1815.—A for Petersburg, Va.. 

$3932.29. It would have been larger, but for the privations of 
the past Winter, 
& Newburyport. 

In turning from this phase of the matter, in the New York 
City Directory for 1786, under date of June the 3rd, there is 
the beginning of the fire extinguisher : 


there was a col- 


August collection 


and contributions to fire sufferers at Ports. 


In this issue there is a prescription, as it may 
so as to make it more efficacious 
‘Into 50 or 60 pails 
this, if applied to 


“June 3rd: 
be termed, for treating water 
in putting out a fire. It runs as follows: 
of water put 8 or 10 lbs. of lime or potash; 


a conflagration, will stop it.’ ” 


It will enable us to appreciate the slow growth of insurance 
in the first hundred years of its history if we have before us a 
list of the principal cities existing at the close of the Revolution- 
ary War, The 
figures quoted are from an article published in the American 
Magazine for March, 1788. The editcr states that he had 
personally counted the houses in this list of cities. 


and the number of buildings they contained. 
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THE SPECTATOR 


Tue Spectator, established in 1868, is a weekly 
journal devoted to promoting the best interests of 


trustworthy insurance of all kinds. The subscription 
price for the United States, Canada and Mexico is 
Four Dollars per annum, postage prepaid; to all for- 
eign countries in the Postal Union, Five Dollars. 
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Vor. CXII JANUARY 38, 1924 No. I 
HOLIDAY GREETINGS 
HE SPECTATOR has received, 


and cordially reciprocates, holiday 
greetings from many company officials 
and managers, and general and _ local 
agents. Many of the cards are especially 
handsome and manifest unusual thought- 
fulness, and the friendly spirit they evi- 
dence is much appreciated. THE SpEcTA- 
TOR tenders its hearty good wishes for a 
happy and prosperous year in 1924 to all 
its friends. 





POISONOUS BOOTLEG LIQUOR 

ELIEVING that, as Dr. Doran puts 

it, “public enlightenment on these 
matters is necessary,” THE SPECTATOR, 
in its issue dated December 20, 1923, pre- 
sented article entitled “To Your 
Health!” which embodied facts concern- 
ing the deleterious qualities and effects 
of bootleg liquors as revealed in an in- 
terview with Dr. J. M. Doran. The 
latter is head of the Industrial Alcohol 
and Chemical Division of the United 
States Bureau of Internal Revenue and, 


all 


by reason of his scientific attainments and 
the nature of his official duties, is consid- 
ered the most authoritative source of in- 
formation as to the products sold by boot- 
leggers and their poisonous, and fre- 
quently deadly, effects upon the human 
system. 
Tre Spectator from Dr. Doran in which 
he commends the manner in which the 
interview was presented in this journal, 


Letters have been received by 


saying : 


I wish to thank you very much for enclosing 
a copy of article appearing in THr SPECTATOR 


of December 20, 1923, I wish to state that I 
have carefully read the article and do not hesi- 
tate to say that the manner in which the data 
were prepared and presented adds very much 
to its force. 
presented these matters in a manner that is 


I believe you have in your article 


very readable, and while certain scientific facts 
are presented, they are, nevertheless, presented 
in a form that will be understood by all. I 
trust that this material will add to the good 
work which Tue Srectrator is performing along 
public health lines. 

The need for the education of the pub- 
lic as to the dangers which lurk in bootleg 
liquors is emphasized by the public state- 
ment of the deputy coroner of Philadel- 
phia that “poison rum has been directly 
responsible for at least 875 deaths in 
the 1923.” He 
further states that this large number is 
by no means the exact total of deaths due 
to poison liquor, but that “without a doubt 
there have been more deaths caused by 
its consumption.”” An estimate has ap- 
peared in public print which places the 
deaths throughout the country in 1923, 


Philadelphia in year 


caused by poison liquor, at about 
10,000. 
An editorial in the Evening Mail, 


New York, referring to the facts given in 
THE Spectator’s article entitled “To 
Your Health!” says that “all the news 
items printed from day to day as to 
death, blindness and serious and sudden 
maladies following the consumption of 
liquor are in line with these statements. 
The evils of tippling are no longer merely 
of a moral or legal character. They are 
hygienic and of deadly import. Not 
alone holders of life insurance policies 
should give heed to the lesson, but even 
more the ordinary man who is not so pro- 
tected.” It is manifest that every ef- 
fort should be made to inform the people 
as to the actuality of the terrible effects 
likely to follow the use of bootleg liquors, 
in the drinking of which so many are 
now willing to take a even 
though it may cost them their health or 


chance, 


their lives. 





THE SEPARATION ISSUE 

, ee problem of separation in the 

West continues to occupy a central 
position in the new developments of the 
insurance business. While some agencies 
have actually been cleared there remain 
entire States where practically nothing 
has been accomplished. In some of these 
States the situation has been made in- 


5 


creasingly delicate by the activity of the 
commissioners and agents’ associations. 
These activities, without question as to 
their merit or demerit, have aroused the 
agents to the thought that separation 
may be successfully resisted upon one 
them to bear upon this situation is some- 
ground or another. The plan of re- 
sistance in most cases revolves around 
the application of anti-trust or anti-com- 
The possibility of bringing 
what doubtful. Nevertheless it becomes 
evident that there may be a legal test of 


pact laws. 


the question. 

The interests of the various 
are becoming increasingly involved as 
each week brings out new developments. 
For instance the Union within the past 
two weeks has pronounced itself in favor 
of the principle of agency ownership of 
expirations. The Union is already known 
to be favorable to local boards. By its 
very demand for separation the Union 
espouses another principle of the National 
Association of Insurance Agents, namely, 
that of condemning the payment of two 
scales of commissions in one agency. 

A review of the situation for the 
3ureau brings out several discrepancies in 
the activities of that body. It was the 
3ureau that vetoed the Union’s proposal 
that local board rules be adopted last 
winter. The definite indication of the 
Bureau’s stand on expirations has been 
given, but Charles E. Sheldon, Western 
manager of the American of Newark, had 
this to say at the hearing held last week 
at the Kansas Insurance Department: 


elements 


No action has been taken. I may say that 
the Bureau companies are not. in business for 
their health entirely but as a general proposi- 
tion the Bureau companies will not interfere 
with the expiration of their agents. We feel 
that the companies would lose more than they 
could possibly gain by any such action. 


In a letter to the agents of the Home 
Insurance Company of New York, Vice- 
President C. A, Ludlum brings out still 
another count against the Bureau’s agency 
stand. He points out that the agents 
have asserted the impropriety of com- 
panies paying, or agents accepting, dif- 
ferent rates of commissions in the same 
agency, and directly accuses the Bureau 
companies of violating this principle. 

The two classes of companies are thus 
seen vying with each other on the basis 
of the broad general principles laid down 
by the National Association of Insurance 
Agents. 
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For the Healthy i PRUD DENTIAL For the Sick and Ailing 
LO NGEVITY A service cooperative with phy- 


sicians. Available whenever 





An annual health “check-up” 
as a means of prevention. 








PRUDENTIAL ORDINARY POLICY- 
HOLDERS ARE NOW PROVIDED 
WITH AN ADVANCED AND SCIEN- 
TIFIC CONSERVATION SERVICE 
WHICH FURNISHES LABORATORY 
TESTS AND AUTHORITATIVE 
SCIENTIFIC INFORMATION 
ADAPTED TO EVERY NEED. 


For full particulars address 


Longevity Service 


The Prudential Insurance Company of America 
Edward D. Duffield, President 
Home Office: Newark, N. J. 
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SUB=-STANDARD PLAN 


Aetna Life Announces Broader Policy 


WILL INCLUDE CERTAIN ORGANIC 
DEFECTS 











Offer Includes Rewriting Policy on Proof 
of Eligibility for Standard Rates 

The Aftna Life Insurance Company has an- 
nounced that it has completed plans for the 
writing of a general sub-standard business, and 
that its agents have been notified to accept 
such risks beginning January I. 

Heretofore the company has limited its sub- 
standard business to over-weights and a few of 
the more hazardous occupations. Conforming 
to its policy of meeting all legitimate demands 
to extend insurance protection, however, it 
has made an exhaustive study of the general 
sub-standard field, and has worked out a plan 
whereby persons with certain organic physi- 
cal defects, which previously barred them from 
enjoying the benefits of insurance in the com- 
pany can now obtain protection in the A®tna 
Life. 

Experience has shown that approximately 
10 per cent. of the applicants for life insurance 
are unable to pass the rigid physical examina- 
tion required to place them in the standard 
classification. Statistics prove. on the other 
hand, that many persons who are over or under 
weight; who have faulty hearts, tubercular 
tendencies, or various other impairments, fre- 
quently outlive those who betray no such 
symptoms at the time of examination. 

Under the A%tna Life plan, those who are 
unable to pass the standard examination will 
be divided into four classes, to be known as 
A, B, C, and D. The first four classes will 
be accepted in amounts not to exceed $100,000 
under the first or class A rating, and with pro- 
portionate reductions in the less desirable 
classes. All risks accepted under these classes 
will pay an additional premium and will be 
given a higher age rating. 

If at any time a medical examination in 
connection with new insurance, or a special 
examination at the insured’s expense, shows 
that he has become eligible for insurance at 
standard rates, the policy will be rewritten at 
the original age with standard values, and the 
difference between the cash value of the old 
policy and the rewritten policy will be refund- 
ed to the insured. 

In connection with its decision to enter the 

sub-standard field the company said: 
_ To broaden our service to the public and to 
increase our facilities to our agents and brokers, 
we take pleasure in announcing that from the 
first of January, 1924, we shall commence 
writing a general sub-standard business. 

In doing this we are offering insurance to 
applicants who heretofore have been unable 
to obtain it in this company, and to a class 
of people who need it most. We are offering 
to our agents increased facilities that should 
Prove of value to them. 

We regard this as one of the most important 
steps taken by the company in recent years. 


Wisconsin Life’s Business 
Mapison, Wrs., December 31.—More than 
$1,000,000 more insurance was written by the 
Wisconsin Life Insurance Company in 1923 





than in 1922, according to a statement just issued 
by the company. During the year dividends 
paid to policyholders amounted to $29,000, the 
report states. 

Free periodic health examinations are now 
offered to policyholders in the Wisconsin Life. 
The company is one of thirty-three legal re- 
serve life insurance companies of the United 
States offering this service to more than 2,000,- 
000 policyholders. 

The examinations are conducted by the Life 
Extension Institute. A complete individual re- 
port of the examination is rendered to the pol- 
icyholder by the institute, together with advice 
and suggestions for correcting any physical de- 
fect that may be discovered. 


Indiana Companies Meet 

INDIANAPOLIS, IND., December 31.—The an- 
nual meeting of the Indiana Association of 
Legal Reserve Life Insurance Companies was 
held in Fort Wayne, December 21. Sessions 
were conducted in the board room of the new 
home of the Lincoln National Life Insurance 
Company with a formal luncheon at the Keenan 
hotel. 

H. M. Woollen, president of the American 
Central Life of Indianapolis, presided over the 
round table discussion of topics of special in- 
terest to the Indiana companies. Mr. Woollen 
was re-elected president for 1924. 

Arthur F. Hall, president of the Lincoln Na- 
tionl Life Insurance Company of Fort Wayne, 
was re-elected vice-president, and G. L. Stay- 
man, secretary of the Reserve Loan Life of 
Indianapolis, was renamed secretary-treasurer. 
In addition to the officers the following attended 
the meeting: Harry Wilson, vice-president of 
the American Central Life of Indianapolis; 
D. C. Trent, of the Conservative Life of South 
3end; A. E. Werkhoff, president of the Lafay- 
ette Life of Lafayette; John W. Dragoo, sec- 
retary of the Western Reserve Life of Muncie; 
H. E. Sharrer, president; A. H. Tapper, treas- 


urer; L. L. Bomberger, counsel; Lloyd Thomp-.- 


son, actuary, and J. J. Ruff, director, all of the 
Northern States Life of Hammond; A. L. 
Proteus, cashier of the Indianapolis Life of 
Indianapolis; Walter T. Shepard, vice-presi- 
dent and manager of agencies, and Franklin B. 
Mead, secretary and actuary of the Lincoln 
National Life Insurance Company of Fort 
Wayne, Ind.; E. O. Burget, secretary of the 
Peoples of Frankfort; J. E. Keeney of the 
Farmers National. 


Life Underwriting as a Career 

So many books on life insurance are written 
by incompetent people that when a realty sound 
work is published it is both a duty and a pleas- 
ure to call attention to it. 

A little book by Edward A. Woods of Pitts- 
burgh, entitled “Life Underwiting as a Career,” 
has just come from the press. It is an admir- 
able presentation of the work of the agent, and 
paints a vivid picture of his opportunities. 

The man or woman who is thinking of enter- 
ing the insurance field, but is in doubt about it, 
will, after reading this book know whether to 
go forward or to turn aside—William Alex- 


ander. 


URGES ACTIVITY IN TAX REDUCTION 
Godfrey Moore Sends Out Letter to Friends 
and Clients 

In a recent meeting of the Life Underwriters 
Association of New York Godfrey B. Moore 
introduced a resolution which was unanimously 
passed, endorsing the plan of Secretary of the 
Treasury Mellon to reduce the income tax 
schedule. With characteristic energy Mr. Moore 
followed up the resolution by sending out a 
letter to his friends and clients as follows: 

You are vitally interested in obtaining priority 
for and affirmative Congressional action on, the 
Mellon Income Tax Reduction Plan, because 
it will be a bonus, not only to war veterans, but 
to all taxpayers. 

Apart from personal saving to yourself, the 
plan involves incalculable benefit to business 
generally. 

U. S. Senator Reed of Pennsylvania states: 
“Unless Congress is flooded with Ietters de- 
manding relief from high taxes, with resultant 
lower cost of food and clothing, relief is ex- 
tremely unlikely!” 

The New York Times, urging the impor- 
tance of letters from individual taxpayers, 
headed a recent article, “Many Letters Will Do 
Much Good.” 

Are you interested in your own pocketbook? 

If so, take ten minutes now—I said N-O-W— 
and write or dictate three short letters to Wash- 
ington, one each to Hon. Royal S. Copeland 
and Hon. James W. Wadsworth, the Senate, 
and one to your Congressman, Hon. 
House of Representatives. If necessary, phone 
any Republican or Democratic Club for the 
name of your Congressman. ; 

Then, write a similar letter to this to ten of 
your local friends. Write also to your out-of- 
town friends. This will “start something,” all 
over the country. 


Don’t “let George do it.” You do it—now. 





E. G. Rowling Retires from Standard Life 

Sr. Lours, Mo., December 30.—Edward G. 
Rowling, vice-president of the Standard Life 
Insurance Company, St. Louis, Mo., has sold his 
interest in that company and will retire from 
office on December 31. 

Mr. Rowling’s 42,500 shares of stock have 
been taken over by J. R. Paisley, president of 
the company; W. K. Whitfield, vice-president 
and general manager; former Judge David W. 
Hill and former Attorney General John M. 
Atkinson, both of whom are attorneys for the 
Standard Life. The price paid for Mr. Row- 
ling’s holdings was $6.25 a share, or $265,625. 

It is very probable that Vice-President Whit- 
field will take over Mr. Rowling’s duties as head 
of the loan department of the Standard. This 
matter will be disposed of at the January meet- 
ing of the board of directors of the company. 


Alfred Clover Promoting New Company 

A new reinsurance company, namely, the 
Reinsurance Life of Illinois, is being promoted 
by Alfred Clover, previously chairman of the 
Public Life of Chicago. According to report 
this company will have $100,000 capital of a 
par value of $25, the stock to be sold at four 
to one. This will give a surplus of $300,000. 
Recently there was a considerable amount of 
criticism in certain quarters regarding the man- 
agement of the Public Life and just whether 
this will have any effect on this new venture 
it is rather difficult to conjecture at the present 
time. 
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JOSEPH FROGGATT & CO. 


Insurance Accountants and 
Auditors 
Consulting Actuaries 


HOME OFFICE: 
25 CHURCH STREET 
NEW YORK 





CHICAGO 
Insurance Exchange Building 


NEWARK, N., J. 
Globe Building 


SAN FRANCISCO 
Insurance Exchange Building 


PHILADELPHIA 
331 Walnut St. 


BOSTON 
Winthrop Building 





REDUCING COSTS 





Everybody is discussing the ques- 
tion of increased costs and the Man- 
agers of business enterprises today 
have to face this problem, which has 
been uppermost for the last four or 
five years. Salaries have been in- 
creased from time to time to meet the 
high costs of living and the ratio of 
expenses has been gradually creeping 
up. ‘The only course left is to reduce 
the amount of york and, in many 
instances, thousands of dollars have 
been saved by a revision of office 
methods. 

We have had a long experience in 
saving money for insurance com- 
panies. We should be glad to talk 
to you about it. 

JOSEPH FROGGATT, 
President. 








=a eae 
AINTER-SOUTHERN UFE BUILDING 


THE INTER-SOUTHERN LIFE INSURANCE CO. 
LOUISVILLE, KENTUCKY 
JAMES R. DUFFIN, President 


is a good Company 
CLEAN — STRONG — PROGRESSIVE 
Over $85,000,000 of business in force 

















WEST COAST LIFE 
INSURANCE COMPANY 


San Francisco, California 








LIFE 
GROUP 
SUB-STANDARD 
COMBINATION ACCIDENT & HEALTH 








Business in Force $61,000,000 
Admitted Assets $8,700,000 
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A HALF CENTURY OF FRATERNAL 
SERVICE 


The Independent Order of Foresters Com- 
pletes Its First Fifty Years 


The Independent Order of Foresters, located 
at Toronto, Can., was organized June 17, 1874, 
and will therefore soon celebrate its Golden 
Jubilee. The order was established by Colonel 
Alonzo B. Caldwell, and during the quarter- 
century ending with 1907 its growth and prog- 
ress were largely due to the work and enthu- 
siasm of Dr. Oronhyatekha. 

Colonel Caldwell, who was born in Albany, 
N. Y., December 27, 1827, was a lawyer, ad- 
mitted to the bar in 1857, but shortly thereafter 
entered the field of journalism. He became the 
first supreme chief ranger of the Independent 
Order of Foresters, which office he held for 
two terms and was then elected supreme secre- 
tary, filling that office for five years and de- 
clining a re-election. The energy and ability 
which he displayed in founding and building 
up the order are still held in high esteem by 
the membership. 

Under the leadership of Dr. Oronhyatekha 
the activities of the Foresters expanded through- 
out Canada and into most of the States of the 
United States, as well as in Great Britain. He 
possessed wonderful optimism and unbounded 
faith in the order and its purposes, and was 
successful in overcoming all obstacles in the 
way of its growth. He was a full-blooded 
Mohawk Indian, and was born on August Io, 
1841. He received an excellent education in 
Kenyon College, Ohio, Toronte University, and 
Oxford University, England. He received the 
degree of M. D., and practiced his profession 
in Canada. He first joined the order in 187% 
when he was elected high-chief ranger, and in 
1881 was chosen supreme-chief ranger. His 
farsightedness enabled him to build up the order 
from its small proportions into one of the most 
powerful fraternal organizations on the conti- 
nent, and his personality made him an outstand- 
ing leader among the fraternalists of his time. 
He died March 3, 1907, but he still lives in the 
memory of thousands of Foresters. 

The Independent Order of Foresters has made 
a great record among fraternal orders, and at 
the end of 1922 reported assets of $40,722,455, 
with liabilities of $38,537,068, in addition to 
which it maintained a special reserve of $1,000,- 
000, thus showing a surplus of $790,484, while 
on the same date it -_ 150,722 certificates in 
force, representing $154,108,115. of insurance. 
The order has shown much enterprise and has 
Over 3000 subordinate and companion courts, its 
membership now being ahout 165,000. It oper 
ates on a reserve basis in accordance with its 
amended act of incorporation granted by the 
Parliament of Canada. During its career of 
nearly fifty years it has paid to members and 
their beneficiaries over $82,000,000. For twenty 
years past, it has maintained a fund for orphan 
children, and as many as one hundred such 
children in a year have been cared for. The 

order also maintains sanatoriums at Rainbow, 
N. Y., and Lopez Canyon, Cal., at which about 


1100 members have been treated. 
The Independent Order of Foresters issues 
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standard whole life policies with old age and 
disability features, twenty-payment life policies 
with automatic non-forfeiture and surrender 
values, twenty-payment life policies with special 
disability features in addition, and old age 
endowment policies with disability benefits, sur- 
render values and automatic non-forfeiture, in 
amounts ranging from $1000 to $5000. 

The executive council embraces W. H. 
Hunter, Toronto, B. A., supreme-chief ranger ; 
Frank E. Hand, Los Angeles, Cal., supreme 
vice-chief ranger; George E. Bailey, Toronto, 
supreme secretary; G. R. Cottrelle, Toronto, 
supreme treasurer; C. B. Dickson, M. D., Los 
\ngeles, Cal., supreme physician; J. D. Clark, 
Dayton, Ohio, supreme counsellor; M. N. Cock- 
burn; K. C. St. Stephen, N. B., supreme coun- 
cilman; Joseph M. Baum, New York, supreme 
councilman; Sidney H. Pipe, A. I. A., F. A. S., 
actuary. 

Death of Frank W. Tracy 

Frank W. Tracy, aged forty-seven, who died 
had been 
manager of the Buffalo office of the A*tna Life 
Mr. Tracy 
was a man whose sunny personality attracted 
hosts of friends and his capacity for making 
friendships had always been with him a big 
asset. It was, perhaps, factor 
that made him a very successful life insurance 


last week at his home in Buffalo, 


Insurance Company for fifteen years. 


the principal 


salesman and manager so early in life. 
Farmers and Traders Reduces Rates 

The Farmers and Traders Life Insurance 
Company of Syracuse, N. Y., has announced 
a new scale of rates to become effective as of 
January 1. This new scale is materially lower 
than that formerly used and the reductions 
include proportionate reductions in the com- 
pany’s disability, disability income and double 
indemnity forms. 

The company is expanding and will shortly 
establish agency New York 
city, Buffalo, Rochester and other large cities 
in New York and Pennsylvania. 


connections in 


Goes to American Service Bureau 
Announcement has been made of the election 
of Fisher E. Simmons, assistant 
secretary of the Pan-American Life of New 
to the post of vice-president of the 
American Service Bureau of Chicago. The 
bureau will open executive offices in New 
Orleans, of which Mr. Simmons will be in 
charge. —-- 
New Officers of Mystic Workers 
\s a result of the resignation of President 
D. E. Smith and Secretary Otto Hammerlund 
of the Mystic Workers, a fraternal order, with 
at Fulton, Ill, the board of 
directors elected Arthur A. Bentley, former 
mavor of Oshkosh, Wis., and Mr. 
Toole as secretary. 


formerly 


Orleans, 


headquarters 
president, 


Bootleg Liquor Is Poison 


As a result of more than 75,000 analyses of 
‘hootleg’’ whisky of various sorts, the certain 
conclusion has been reached that they are practi- 
cally all poisonous in greater or less degree. 
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The stuff which is imported is usually weakened 
and adulterated to conceal the fraud. The 
same is true of such as has been obtained from 
bond by false pretenses or direct robbery. As 
for the moonshine stuff, it contains acetalde- 
hyde as a product of distillation, which the 
illicit maker has neither means of removing 
directly nor time to ripen out by storage in 
wood. 

These conclusions have been reached by con- 
stant and careful examinations in the industrial 
alcohol and chemical division of the Bureau of 
Internal Revenue. They are communicated in 
an interview to THE Spectator, the well-known 
insurance journal, by J. M. Doran, the 
chief of the bureau. They are printed as a 
warning to holders of insurance policies. It is 
broadly laid down that the liquor obtainable 
nowadays, whether sold as smuggled, home- 
made or obtained from bond, is of a deadly 
character. If it does not kill at once it surely 
undermines the health, causing such diseases 
as arterio-sclerosis, cirrhosis of the liver, in- 
flammation of the stomach and kidneys and 
paralysis. 

All the news items printed from day to day 
as to death, blindness and serious and sudden 
maladies following the consumption of liquor 
are in line with these statements. The evils of 
tippling are no longer merely of a moral or 
legal character. They are hygienic and of 
deadly import. Not merely holders of life in- 
surance policies should give heed to the lesson, 
but even more the ordinary man who is not so 
protected—The Evening Mail, New York. 

The above editorial article refers to the 
article entitled “To Your Health!” which has 
been reprinted in leaflet form by The Spectator 
Company, for distribution by life insurance 
their policyholders when 
sending out premium notices. 


companies among 
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—and, if you can qualify, it will be the biggest 
step forward in your entire career. 


We want you to take charge of our general 
agency at Peoria, Illinois; to cash in on the 
immense opportunity which this rapidly 
growing, prosperous city presents. It will 
take a big man to swing it. 


You must be a producer with a real record; an 
organizer of men and a good mixer. Your 
social position must be high, your accumulated 
assets at least $25,000 and your earning ca- 
pacity from $12,000 to $25,000 per year. 


If you can meet these requirements, you get 
this unusual opportunity and our whole- 
hearted co-operation. You will receive a 
contract direct with the home office, a liberal 
first year commission, a renewal commission, 
a collection fee, an ‘office allowance and a 
business-development allowance. 


This, with one of the dominant old line life 
insurance companies, whose ratio of assets to 
liabilities is greater than that of any other 
large company in the same field, and whose 
percentage of rejections is one of the lowest. 
Write us today; see if you can qualify. Ad- 
dress “PEORIA”, care THE SPECTATOR. 


Notre: We also have an unusually attrac- 
tive, special contract for good salesmen whose 
experience is limited. 
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SALESMEN WANTED! 


Reliable Men in Arizona, New Mexico and Texas 
for All or Part Time to Sell Old Line Life 


Insurance. 


Attractive Policies. 


Standard and Sub-Standard Risks. 


Liberal Commissions. Both 


If You Are Already Writing Insurance Stop That 


Leak in Your Income by Placing Your Declined 
Business With Us. 


THE TWO-REPUBLICS LIFE INSURANCE COMPANY 


EL PASO, TEXAS 

























A Policy You Can Sell 


A $5,000 Policy In THE UNITED LIFE 
and ACCIDENT INSURANCE COMPANY 


PAYS 


$5,000, the face of the policy 
in case of death from any 
cause. 


$10,000, or DOUBLE the 
face of the policy, in case of 
deathfromanyACCIDENT. 


$15,000, or THREE TIMES 
th face of the policy in case 


of death from certain SPEC- 
IFIED ACCIDENTS. 


$50 PER WEEK, direct to 
the insured, in case of total 
disability as a result of ac- 
cidental injury, for a period 
not to exceed 52 weeks; and 
after that $25 PER WEEK 
throughout the period of 
disability. 


A Sound, Conservative- 
New England Institution 


United Life and Accident 
__ Insurance Company 


Home Office, United Life Bldg. 
— 


Concord, N. H. 











(In Press) 
A new Book by William Alexander entitled 


ONE HUNDRED WAYS 
CANVASSING 


FOR 
LIFE INSURANCE 


This is the fifth book of the 
ALEXANDER EDUCATIONAL SERIES 


It contains many canvassing plans contributed by 
successful agents. The comments of the author 
greatly enhance the value of the plans quoted. 

This valuable aid to salesmanship is divided into 
twenty chapters, each dealing with certain phases of 
the art and practice of selling life insurance. 


Many Examples of Insurance Needs and How to 
Provide for Them are incorporated in this book of 350 
pages, which is clearly printed, is well arranged for 
practical use, with copious sub-headings to enable the 
agent to readily find and utilize methods of treating 
particular problems, and is substantially bound. 


PRICE, $3.50 
THE SPECTATOR COMPANY 
CHICAGO inieeneed NEW YORK 
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unlimited production. 


rights. 


Pittsburgh, Pa. 
General Agency of a Pennsylvania Company 
Territory unsurpassed and large enough for an 
Contract as good as the best, with exclusive 
Confidential communication invited from those 


with clean records and with ability to handle 
such an agency. Address 


Exclusive, care of THE SPECTATOR 











ROYAL UNION MEETING 


State Life Officers to Be Active in 
New Company 





MERGER UNANIMOUSLY APPROVED 





Combined Organization Produced Over 25 
Millions During Year Just Closed 

Des Mornes, Iowa, Dec. 31.—The special 
meeting today of the policyholders of the 
Royal Mutual Life Insurance Company, called 
to consider the proposed merger with the State 
Life Insurance Company of Iowa, was notable 
for its large attendance and unanimity of ap- 
proval of the contract. The number of ac- 
credited votes was a little over five thousand, 
which President Jackson stated was the largest 
number of votes ever in attendance at a meeting 
of the Royal Union in the forty years of its 
existence. 

The meeting was addressed by both President 
Jackson and 
Foster, who stated their views on the advan- 


Vice-President and Secretary 
tages of consolidation, and emphasized the 
necessity of a large volume of business and a 
larger production of new business each year to 





Massachusetts Mutual Life 
Insurance Company 


of Springfield Muss. 


Incorporated in 1851 


Unexcelled policy contracts, efficient 
life insurance service, and a net cost that 
is notably low—these are three of the 
reasons why the name Massachusetts 
Mutual is synonymous in the mind of the 
insuring public with all that is best in life 
insurance. During the seventy-two 
years of the Company’s history its policy- 
holders have ever been its loyal friends 
and its enthusiastic advertisers. 


Joseph C. Behan, Supt. of Agencies 














meet modern requirements of life insurance 
success. 

Upon the approval of the contract President 
Jackson introduced A. C. Tucker, president of 
the State Life, who addressed the assembled 
policyholders and pointed out some of the ad- 
vantages of uniting these two particular com- 
panies. He said the State Life is writing busi- 
ness almost entirely in the Northern and West- 
ern States, while the Royal Union has confined 
its activities largely to the Southern and East- 
ern States. For this reason no conflict would 
result. 

The combined company will operate in twenty 
of the best States of the Union, with a com- 
bined agency force that is producing over 
twenty-five millions of new business in the 
vear now closing and the capacity for a much 
larger production in 1924. 

President Jackson, at the conclusion of the 
meeting, stated that in his opinion the consolida- 
tion would benefit every policyholder of both 
companies, and he was especially cordial in 
his reference to the splendid equipment for 
service of A. C. Tucker and William Koch of 
the State Life. He stated that it was of the 
highest satisfaction to the management of the 
Royal Union that such men were to take the 
active direction of the consolidated concern. 

The essential points of the contract involving 
the merger are that the State Life immediately 
changes its name to the “Royal Union Life 
Company,” reinsures the policies of the 
Royal Union Mutual exactly as written, and 
assumes all obligations of the Royal Union 
Mutual, and the guaranty fund of the Royal 
Union Mutual is retired by the State Life, 
which purchases it and cancels the shares. 

The guaranty fund stockholders purchase the 
Royal Mutual Life building from the consoli- 
dated company, paying for it the full book 
value and cost to the Royal Union Mutual, 
which amounts to $640,000. The new owners 
enter into a twenty-year lease to the new com- 
pany for adequate room for the home officers. 
The name of the building will continue to be 
Royal Union Life building. 


The Life Underwriters Association of New York 
will hold its monthly dinner at the Hotel Astor, 
January 8. This will be the second common interest 


meeting, 
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DEATH OF FREDERICK 
FRELINGHUYSEN 


President of Mutual Benefit Life Succumbs 
Following an Operation 

Frederick Frelinghuysen, president of the 
Mutual Benefit Life Insurance Company of 
Newark, N. J., and a member of the noted 
Frelinghuysen family, which has for genera- 
tions been represented in national affairs, died 
on Monday last at the Post Graduate Hospital, 
New York, following an operation. Mr. 
Frelinghuysen is survived by his wife, four 
sons and a daughter, two of his sons now being 
students at Princeton, and a host of friends 
sympathize with them in their bereavement. 

He was born in 1848 and was a son of the 
late United States Senator Frederick T. Fre- 
linghuysen, who was Secretary of State under 
President Arthur, and he was a cousin of 
former United States Senator Joseph S. Fre- 
linghuysen. 

Frederick Frelinghuysen was educated at the 
Newark Academy and Rutgers College, and 
was graduated from the latter in 1868. He 
became an attorney and _ counselor-at-law, 
standing high in his profession, and when the 
Mechanics National Bank of Newark failed, 
he was appointed receiver. Shortly thereafter, 
in 1877, he became president of the Howard 
Saving Institution, which office he retained until 
he resigned it in 1902 to take the presidency of 
the Mutual Benefit Life Insurance of Newark, 
succeeding the late Amzi Dodd. Under his 
administration the Mutual Benefit Life made 
steady progress, and it now occupies a place 
among the half-dozen leading companies in 
the business. 


J. D. BOOKSTAVER’S RECORD 
Agency Pays for $20,000,000 Production 
in 1923—Will Have Luncheon Cele- 
bration and Discussion of Plans 
for 1924 
The Jos. D. Bookstaver General Agency of 
the Travelers Insurance Company produced a 
record volume of paid-for. business during 
1923. This agency is located at 123 William 
street, New York city, and, notwithstanding 
twelve competitive general agencies and ap- 
proximately as many branch offices of the com- 
pany in Greater New York, turned in a pro- 
duction volume, as compared with 1922, of 

132.9 per cent. 

The total writings for 1923 aggregated about 
$20,000,000 and, contrasted with 1911, the year 
in which the agency began, represents a volume 
of 7272.3 per cent. Mr. Bookstaver and his 
associates are to be congratulated upon the 
splendid showing they have made during the 
year. The agency’s plans for 1924 will be 
discussed at a luncheon to be held in the Hotel 
Commodore on January 4, at which the agency 
members will be Mr. Bookstaver’s guests. 


Appointed Actuary of Manufacturers Life 

The Manufacturers Life Insurance Company 
of Toronto announces the appointment of J. H. 
Lithgow to the position of actuary. 
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NEW YEAR 
ENLARGED OPPORTUNITIES 


The splendid comradeship, the earnest co= 
operation of The Lincoln National Life Home 
Office organization with the men in the field 
which brought new production records in 1923, 
is to be naman and ome in 1924, 


zoe peers «agitate 
Because of this 1924 ambition of The Lincoln 
National Life to carry on its organized assistance 
to its co-workers with renewed vigor, it will pay 
to 


(nk uP (war tae THE E(u LINCOLN) 





The Lincoln National Life 


Insurance Co. 
“Its Name Indicates Its Character’’ 


Lincoln Life Building, FORT WAYNE, IND. 
Now More Than $290,000,000 in Force 











TO MEN WHO CAN QUALIFY 


We are offering some splendid OKLAHOMA 
and MISSOURI territory on a General 
Agency basis. 


The Farmers & Bankers Life Insurance Co. 


Executive Offices, Wichita, Kansas 














THE LONDON & LANCASHIRE | 


a & =INSURANCE COMPANY, Ltd. 
THE OF LONDON, ENGLAND 


LONDON & 
} LANCASHIRE ) 








New York Department: 


57 and 59 William Street 


A. G. McILWAINE, Jr., Manager 


INSURANCE CO 
LTD. 
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UBLICATIONS OF C, & E. LAYTON. 


The undersigned are sole agents in the United States for te: old established 
publishing house of Gharles:&“Edwin Layton of London, England, whose long list of 
publications on fire, life, marine and other branches of insurance embrace the most 
valuable anid starfdai featises on-these- subjects. 

SEND TEN CBNT STAMP FOR CATALOGUB. 


FHE SPECTATOR COMPANY 
135 WILLIAM STREFT. NEW YORK 














ANOTHER 


step forward in Life 
Insurance Service. 


Results for 1922. 


Dec. Insurance Admitted Reserve Surplus to 
31 in Force Assets Policyholders 
1106 $650,460 $120,192 $2,850 $116,51 
1908 2,099,432 152,739 34,076 117,63 
1910 3,073,447 229,723 94,820 132,14 
1912 5,002,310 394,011 2273235 159,60 
9914 6,463,504 585,435 397,823 169,32 
1916 8,688,041 835,801 613,601 189,82 
1918 10,627,482 1,227,216 960,212 177,61 
1920 15,480,510 1,768,972 1,442,300 244,00 
1922 16,000,000 2,191,371 1,795,000 292,29 
New Policies New rates 


Liberal selection Fair treatment 


Live in the ‘‘Sunny South”’ 


For information regarding contracts to sell 
Liberal Policies at 
Attractive rates for a 
Strong Company under a 
Generous contract address 


Fort Worth Life Insurance Company 


Fort Worth, Texas 








EXCELLENT OPPORTUNITY 
for Reliable, Energetic men to represent us in the states 
of Illinois and Missouri with direct Home Office contracts 
Liberal policies. 
CAPITOL LIFE INSURANCE COMPANY 
OF COLORADO 
Clarence J. Daly, President DENVER, COLORADO 








INSURANCE GENERAL CASUALTY 


and SURETY INSURANCE 


Workmen’s Compensation, Automobile 
Health, Accident, Plate Glass, Res- 


Jeasuary' Sa 





























idence, Burglary, etc. 
“AND Fidelity and Surety Bonds. 
Reliiiia a 4 
Sey = GENERAL CASUALTY & SURETY CO. 
ELMER H.DEARTH, President 
606 Woodward Ave., Cor. Congress | Detroit, Mich. 
ERM — 
GOOD AGENTS 


Wanted by 


SOUTHERN UNION 


Life Insurance Company 


of 
WACO, TEXAS 
The Conservative Texas Company 
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sday —_—_——— 
3 Annual Dividends of Four Life Insurance 
—— Companies 
4 | Cash Dividends Per $1000 Payable in 1924 
Year 
Policy AGE ae 
Biot 25 30 35 10 415 50 
FEDERAL LIFE 
Ordinary Life 
ium 20.14 22.85 26.35 30.94 37.08 45.45 
i 2.97 3.20 3.55 4.03 4.85 6.23 
1920. . aso, S208, o& 3.77 4.48 5.72 
9 975 29 -s: 3.52 4.13 5.23 
B 263 2.76 2 3.29 3.81 4.77 
2.41 2.52 2.68 2.93 3.34 4.13 
s 
Premium.... 3 “3 $2. 
ama ) ae 5.17 6 : 
acai 920. . 4.72 5.90 
i021 4.29 5.36 
1922... 3.88 4.82 
E : 1923. . 3.34 4.13 
i 48.15 48.83 49.85 51.48 54.22 58.81 
: = gat) 64.510 4.70 5.01 5.01 6.74 
1920. . 3.95 4.06 4.23 4.52 5.07 6.12 
1921. . 3.53 3.63 3.78 4.06 4.55 5.52 
1922... 311 3.20 3.35 3.61 4.05 4.93 
1923... 2.37 2.49 2.64 2.90 3.32 4.11 
NEW ENGLAND MUTUAL 
Ordinary Life 
: ‘um.... 20.70 23.50 27.00 31.70 38.00 46.60 
a “400 440 495 5.70 6.85 8.55 
1990........ 3.85 4.25 4.75 5.45 6.45 8.05 
1921... 370 4.05 4.55 5.15 6.10 7.60 
1922.... 3.60 3.90 4.30 4.90 5.75 7.10 
al 1923... 3°45 3.75 4.15 4.65 5.40 6.65 
, : 
Twenty Payment Life 
‘um.... 30.40 33.20 36.70 41.00 46.50 53.80 
VV as 4.80 5.20 5.70 6.45 7.50 9.10 
ished 1920 - 4.50 4.90 5.40 6.05 7.00 8.50 
ist of 1921........ 4.25 «64.60 5.05 5.65 6.55 7.95 
most 1922... 4.00 4.30 4.75 5.30 6.10 7.40 
123... 3.75 4.05 4.45 4.95 5.65 6.85 
. Twenty Year Endowment 
ium.... 48.10 50.00 51.80 54.80 59.60 
ork ga 6.25 6.80 7.30 8.10 9. 50 
— 1920. . 5.70 6.25 6.75 7.55 8.85 
1921... 5.25 5.75 6.25 6.95 8.20 
1922 4.75 5.00 5.30 5.75 6.45 7.60 
J q 1923 4.30 4.50 4.80 5.25 5.90 7.00 
. a 
NORTHWESTERN MUTUAL LIFE 
Ordinary Life 
Premium.... 20.55 23.31 26.88 31.56 37.82 46.36 
1919. sige 6.88 7.50 8.01 8. 9.11 10.33 
, 1920 671 7.29 7.83 8.35 889 9.91 
= 1921. 6.55 7.09 7.66 8.17 8.67 9.50 
Sere: ee 6.39 6.90 7.50 7.99 8.47 9.16 
1993........ 6.24 6.71 7.35 7.78 8.28 8.83 
Twenty Payment Life 
Premium.... 30.63 33.44 36.85 41.10 46.57 53.86 
1919 6.02 6.54 7.2 8.00 9.15 10.73 
1920 5.73 6.22 6.85 7.60 8.67 10.20 
1921. . 5.45 4645.91 6.49 7.2 3.20 9.68 
1922. . 5 18 5.60 6.15 6.84 7.76 9.17 
1923 4.92 5.31 5.81 6.48 7.33 8.64 
Twenty Year Endown 
Premium.... 48.86 49.57 50.64 55.15 59.87 
1919 9.92 10.30 10.55 11.01 11.81 
1920 9.36 9.74 10.04 10.5 11.19 
1921. . 8.82 9.19 9.55 10.07 10.60 
| 1922 8.30 8.66 9.09 9.65 10.08 
F 1923. 7.79 $.15 8.65 9.24 9.57 
PROVIDENT MUTUAL LIFE 
° Ordinary Life 
ed : F 5 990 22— 8 2 79 
— Premium 18.88 21.49 24.89 29.38 35.43 43.73 
"Tt 1919. . 3.98 4.28 4.71 5.35 6.31 7.96 
1920... . 3.88 4.14 4.53 5.10 5.96 7.48 
3.77 4.00 4.36 4.87 5.65 7 -O1 
1922. . 3.67 3.88 4.20 4.66 5.35 6.57 
1923. . 3.58 3.77 4.04 4.45 5.07 6.13 
Twenty Payment Life 
Premium.... 27.24 29.95 33.32 37.53 42.99 0.29 
1919. . 4.93 5.24 5.65 6.23 7.09 8.59 
1920 4.75 5.03 5.40 5.92 6.70 8.06 
WEE occa See 4.82 5.15 5.62 6.34 7.58 
1922........ 4.40 4.62 4.92 5.35 5.98 7.10 
1923. 4.23 4.43 4.69 5.08 5.63 6.61 
Twenty Year Endowment 
Premium.... 45.92 46.60 47.63 49.27 52.01 56.64 
1919..... 7.05 Coup 7.24 7.52 8.03 9.20 
1920 6.69 6.74 6.86 7.43 7.58 8.64 
1921 6.35 6.39 6.50 6.73 7.16 8.14 
1922 6.01 6.05 6.14 6.35 6.74 7.61 
1923. 5.69 5.73 5.81 5.99 6.34 7.11 
eee 

















‘TO YOUR HEALTH! 


An Educative, Life and Health Saving 
Leaflet for Policyholders 


Chief Government Chemist Tells 
What Bootleg Liquor Contains 
and How It Poisons Users 


Life Insurance Companies Are Rend- 
ering Great Sociological Service 
and Reducing Mortality Rate 
By Its Distribution 


Startling facts are presented dispas- 
sionately and impartially in the very 
leaflet entitled “To Your 
This is a reprint of an inter- 


important 
Health!” 
view by a representative of THE SpEcTA- 
TOR with Dr. J. M. Doran, head of the 
Alcohol and Chemical Divi- 
sion, United States Bureau of Internal 


Industrial 


Revenue, and is based upon the findings 
in 75,000 analyses of bootleg liquor. 
**To Your Health!’ is so prepared 
that with 
periodic premium notices and 
IS BEING SENT BY LIFE INSUR- 
ANCE COMPANIES TO THEIR 


it is conveniently enclosed 


POLICYHOLDERS, 
thus performing a service for the latter 
and helping, by dispelling dangerous 


ignorance, to disease and 


lengthen life. 


prevent 


Public Should Be Enlightened 


As Dr. Doran well says: “ Public en- 
lightenment on these matters ts necessary. 
The work of the chemist is rendered in- 
effective unless other professions interested 
in public health matters lend their efforts 
towards bringing a fuller knowledge of 
these basic scientific facts before all. The 
public is entitled to know these things in 
order that 1t may act with intelligence in 


} 


its own protection. 
i 


“TO YOUR HEALTH!”’ 


is gotten up attractively as a 16-page 
leaflet, to fit a No. 6 envelope, for send- 
ing to policyholders with their premium 
notices. 


PRICES: 
1000 copies $50 25,000 copies $750 
5000 “ 200 30,000 s 900 
10,000 ‘* 375 50,000 ‘ 1,250 


100,000 copies, $2,000 


On orders of 1000 copies or more the 
inscription of company or general agent 
will be printed without extra charge. 
On orders of less than 1000, $5 additional 
for inscription. 


Please remit by money order or bank 
draft on New York, to avoid exchange 
charges. 


THE SPECTATOR COMPANY 
135 William Street 
NEw YoRK 


CHICAGO OFFICE 
Insurance Exchange 
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INCREASES CAPITAL 


Sun Indemnity Will Add $350,000 to 
Funds 


WILL EXTEND OPERATIONS 
Burglary and Plate Glass Lines to Be 
Written by Running Mate of Sun 
Insurance Office 
The Sun Indemnity Company of New York, 
the Insurance 
London, will increase its funds by 


casualty running mate of Sun 
Office of 
$350,000, according to a vote taken by the di- 
rectors at a meeting held last week. Of this 
sum $100,000 will be added to capital and $250,- 
oco to surplus. This will bring the company’s 
capital up to $700,000 and its paid-in surplus 
to $650,000. Ample funds for progress are 
thus provided. 

The company has also voted to extend its 
operations by adding burglary and plate glass 
The 
company has been in business for about one 
year, during which time it has developed very 
rapidly, the business already being well over 
the million-dollar mark. 


to the list of lines it has been writing. 


Promotions in the Life Insurance Company 
of Virginia 

Several changes have been made in the home 
office staff of the Life Insurance Company of 
Virginia, of Richmond, during the past week. 
John H. Cary, formerly at the head of the in- 
dustrial policy department, has been made 
auditor of the industrial department. J. L. 
Clark, who for a number of years has been 
cashier of the industrial department, succeeds 
Mr. Cary in the policy department, while Mosby 
Houge, heretofore chief clerk in the industrial 
audit department, has been promoted to the 
position of cashier. 


Northern Life Appointment 
The Northern Life 
London, Canada, has appointed L. M. Bidwell 


Assurance Company, 
to the position of superintendent of agencies. 
Mr. 
experience in the life insurance business, hav- 
ing been with the Mutual Life of Canada at 
During the 
manager in 


Bidwell has had a number of years’ 


Saskatoon for a number of years. 


past year Mr. Bidwell has been 


London for another company. 


Home of J. C. Maginnis Burned 

Hazeldene Manor, Ellicott City, Baltimore, 
the home of John C. Maginnis, president of the 
Eureka Life Insurance Company of Baltimore, 
was destroyed by a fire which occurred on the 
night of December 16. The loss was estimated 
at $35,000. All members of the family es- 
caped and much of their personal property was 
saved. The house was one of the famous prop- 
erties in the suburbs of Baltimore. 


—The Missouri State Life will pay for $150,000,000 
of new life insurance in 1923, including group, in- 
creases and revivals. More than $250,000 in pre- 
miums on health and accident business have been 
received, 
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CHICAGO 


INSURANCE ExcHANGE 





ETTER than ever before, we are able to serve Casualty 
Companies as Reinsurer. 


The added experience of each passing year broadens our 
spread and our understanding of the conditions of the 
casualty business and the needs of our treaty-holders. 


_ Licensed in forty jnrisdictions; practical underwriters 
in each line we reinsure; desiring only mutually profitable 
accounts; financially strong and of unquestioned integrity; 
we thus offer all the essential and desirable qualifications 
for which Casualty Companies look in a Reinsurer. 


EMPLOYERS INDEMNITY CORPORATION 


E. G. Trimble, President 
KANSAS CITY 























NEW YORK 


50 Pine STREET 
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W. L. MOODY. JR.. President. W. J. SHAW, Secretary. 
|SHEARN MOODY, Vice President; 


American National Insurance Company 
OF GALVESTON, TEXAS 


FINANCIAL STATEMENT, JUNE 30, 1923 





ASSETS 
SiR DINIINL oo is dg ockG wices ob sis bis aah eeu a eens awie $_ 922,947.77 
Mortgage Loans (First Lien). .........scecesccccccccece 5,765,840 .71 
Collateral Loans. .........eeseeecseesecccens oer yesece 25,000 .00 
Loans made to Policyholders (On this Company’s Policies) . 1,572,897 .10 
OES Ee ere err er oo 4,776,310 .68 
A ee ese meier a ; 1 831,523 45 
Certificates of Deposit (Demand)............. peace 30,183.91 
Interest Due and Accrued............0..00% veieels : 343,389 .07 
Deferred & Uncollected Premiums (Less Loading)......... 340,335 .88 
Due from Other Companies Acct. Re-Ins............2005 22,000 .00 
Total Assets.cccccccccccccccccccccccccsscscccscsesecces $15,630,428 .57 
LIABILITIES 

Net Reserve (American Experience 3 & 314 Per Cent.).... $12,377,432 .00 
Special and Contingent Reserves.......... Je secsecevesess 222,670 .07 
Reserves for Death Losses in Process of Adjustment....... 152,647 .00 
ean Ia ARR ROE oo 515.6 5 5-09) 15 20a win S00 6:8/eie a\aiSis:6 40,740.88 
Unearned Interest and Premiums... ......scccccccccccces 111,293.19 
Dkseerlinneous TARTS... 6.4.0 05 oc cccscecvccsscsesscccee 21,396 .22 

RIC CI ss <5 onc sow eis se wav senses $1,000,000 .00 

eer errr rn es 1,428,529 .21 

NN UNMIS, as wins ccceee ee «6:00 275,720.00 
Surplus Security to Policyholders.........eeseseeeeeeeee 2,704,249 .21 
PL EAMES 5. 5. 5050 0:6 '0.0:0.00:4:0 60150100 86100 6 6 cle cae $15,630,428 .57 

Extracts from the Semi-Annual Statement 
Life Insurance in Force, June 30, 1923...........-02ee00- $200,072,499 .00 
Admitted Assets, June 30, 1923........ccccccccccecccces 10,630,428 .00 
Premium Income, First Six Months............cececcccee 3,279,430 .00 
Surplus Security to Policyholders..........0.e+eeeeeeees 2,704,249 .21 
Gains Made During Six Months Ending June 30, 1923 

Increase in Insurance in Force... ......ccccesecsccsccece $18,614,703 .00 
Increase in Admitted Assets... ....ccccccccccccccevesces 1,333,805 .00 
Increase in Surplus Security to Policyholders.............+ 148,425.00 


Home Office Building 
Operates in Twenty-One States and the Republic of Cuba 
Total Paid Policyholders Since Organization............ $13,413,479 .33 











THE INSURANCE GUIDE 
AND HANDBOOK 


In Two Volumes—i922 Edition 


A Guide to the Principles and Practice of Insur- 
ance in Great Britain 


Volume I relates to Life Insurance, and deals with Forms of 
Assurance; Policy Conditions; Mortality Tables; Ordinary 
and Industrial Office Premiums; Reserves, Surrender Values, 
etc.; Under-Average Lives; Extra Risks; Distribution of 
Surplus; Titles; Mortgages; Investments; Income Tax; Ac- 
counts; Bookkeeping; Compound Interest Tables; Acts of 
Parliament; Stamp Duties. 370 pages. 

Volume II relates to Fire, Accident and Marine Insurances, 
and treats of the following phases thereof: Theory of Fire 
Insurance; Legal Aspects of Some Primary Principles; Subro- 
gation and Contribution; Loss of Profits Insurance; Settle- 
ment of Fire Losses; Fire Extinguishment; Historical Survey; 
Personal Accident, etc.; Employers’ Liability; Motor Insur- 
ance; Third Party and Public Liability; Burglary Insurance; 
Anatomy and Physiology (Elementary); Medical Terms and 
Synonyms; Fidelity Guarantees; Study of Marine Insurance; 
British Acts relating to insurance. 436 pages. 

These works are of interest to all students of insurance. They 

are substantially bound in cloth and can be obtained from The 

Spectator Company at the following prices: 


Single volume, $7.50; the two volumes, $15. 


THE SPECTATOR COMPANY 


Sole Selling Agents in America 
CHICAGO NEW YORK 














Ea 


Co! 
ar 
iza 
con 
by 

cap 
but 
act: 
$3¢ 
ove 


Ea: 
Ins 
its 

cap 
hea 
the 
Ro 
Ind 
ing 
line 


has 
of 
in | 
van 
inc 
in 
in | 
$75 
net 
are 


of 


cap 
gat 
ten, 





Al APS LET sel?) 
() nag = 
estes cishta a4 yazas 
Tak £° one tale YS 


Te: 
ute 


&, 
= 


eoeete 
ATAo0 


FSI Pr 
en 


asa 
ROSELL) 


2) 
x) 





; seers 
‘ae SOSaSs0 = 




















January 3, 1924 


THE SPECTATOR 





Casualty, Surety, Etc. 








——— 


INCREASES CAPITAL 


Eagle Indemnity Adds $300,000 to 
Working Funds 


SURPLUS ALSO AUGMENTED 


Move Is Made Possible by Issue of 3000 
Shares of Stock at $100 Par Value 
—Company’s Capital Now Totals 
$1,050,000 
The board of directors of the Eagle Indemnity 
Company last week announced the passage of 
a resolution increasing the capital of that organ- 
ization from $750,000 to $1,050,000. The ac- 
complishment of this decision was made possible 
by the issuance of 3000 additional shares of 
capital stock, which have a par value of $100, 
but which were paid in at 166 per cent. This 
action provided additional working funds of 
$3c0,000 and also allowed $200,000 to be turned 

over to the surplus account. 

A running mate of the Royal Indemnity, the 
Eagle Indemnity was organized by the Royal 
Insurance of Liverpool in 1922. At that time 
its contributed surplus was $500,000 and _ its 
capital was $750,000 but its rapid expansion and 
healthy growth have necessitated an increase in 
the latter. Milton E. Jewett, president of the 
Royal Indemnity, is also president of the Eagle 
Indemnity and is devoting his energies to mak- 
ing it one of the leading writers of casualty 
lines. 


Continental Casualty Gains 

The Continental Casualty Company, Chicago, 
has sent a preliminary financial statement as 
of December 31, 1923, to all its representatives 
in the field in order that they might have ad- 
vance information concerning the figures. The 
increase in admitted assets for 1923, as shown 
in the statistics, is over $2,000,000; increases 
in capital, surplus and voluntary reserve total 
$750,000, and the gains in premiums written 
net after the deduction of reinsurance charge 
are over $1,000,000. Total admitted assets as 
of December 31, 1923, are over $12,000,000; 
capital, surplus and voluntary reserves aggre- 
gate $3,250,000, while the net premiums writ- 
ten, less reinsurance, amount to $12,500,000. 


Home Accident and Health Changes Its 
Name 
The Home Accident and Health Insurance 
Company, South Bend, Ind., has changed its 
name to the Home Assurance Company and 
the new title has been approved by the Insur- 
ance Commissioner of Indiana and the neces- 
sary legal requirements have been complied with. 
The change became effective January I and 
the announcement was made of R. R. Koch, 
president of the company. 


Roosevelt Mutual Fire Being Organized 

The Roosevelt Mutual Fire Insurance Com- 
pany is in process of organization at New 
York by J. G. Purdy of Ossining, F. R. DeNyse 
of Brooklyn and others, who are also interested 
in the formation of the Roosevelt Mutual In- 
surance Company to write employers’ liability 


and workmen’s compensation risks, and the 
Roosevelt Automobile Mutual Casualty Com- 
pany. 


Brief Review of Year’s Results 
(Continued from page 3) 
tics are available, nor will they be for some 
months. Nevertheless, it is safe to say that 
most companies have enjoyed a substantial in- 
crease in premium income, in large measure 
due to greatly increased building activity during 
The losses have been heavy and 
it is unlikely that there has been any decrease in 
expense ratios, so that on the whole the year 
promises to be moderately satisfactory so far 
as underwriting results are concerned and in- 


the past year. 


dicative of progress from the viewpoint of pre- 
mium income, 

The fire insurance business has been sub- 
jected to very considerable internal turmoil 
during the past year, which must have had an 
effect upon the premium income and underwrit- 
It cannot be gainsaid that execu- 
tives who are obliged to spend a considerable 


ing results. 


part of their time in aiding to bring the busi- 
ness to a settled condition cannot give the 
energy that they otherwise might to the develop- 
ment of new business and to the improvement 
of underwriting methods. Practically all the 
leading fire insurance executives have been 
forced by circumstances to devote very large 
percentages of their time to settling ques- 
tions of vital importance to the business as a 
whole. Undoubtedly most of these executives 
will welcome the day when a more settled con- 
dition of affairs in the business will enable 
them to devote increased time to the develop- 
ment of their own companies’ business. Some 
of the problems which have occupied their minds 
have been the Mississippi anti-trust suit (now 
closed), the separation problem, the excepted 
cities problem, the Union-Bureau break, the 
commission problem, the uniform rating pro- 
posal, the Kansas rate suit, the Missouri rate 
suit and innumerable other local situations, 
which in some cases have been fully as im- 
portant when considered from the point of 
actual time spent upon them. 


CasuaLty Companies Do Bic BusINEss 

Some of the same problems that have beset 
the fire companies have affected the casualty 
business as well. The casualty field is marked 
by the rapid development of the individual in- 
stitutions and the exceptionally keen competition 
for business, coupled with the ever-present threat 
of State monopolies in one of the biggest cas- 
ualty lines, workmen’s compensation. Never- 
theless, there seems to be reason to believe 
that there will be shown to have been a very 
considerable increase in casualty premiutns dur- 
ing the past year, most individual companies 
have increased their business and there have been 
several important new entries in the field, all 
of which have been successful, in fact almost 
phenomenally so. The increase in premiums is 
the logical result of the increasing realization 
upon the part of the American people of the 
value of casualty insurance and a consequently 
largely increased use of the protection offered. 
Increasing payrolls have, of course, added to 
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COMPLETE MERGER 
ARRANGEMENTS 


Federal Life and Bankers Accident 
Consolidation Approved 


E. C. BUDLONG ELECTED 


Former Vice-President of Bankers Accident 
Becomes Vice-President of Federal 
Life—George Barmore Promoted 
to Vice-President 
At a meeting of the executive committee of 
the Federal Life Insurance Company of Chi- 
cago, Saturday, at the home office, announce- 
ment was made that the consolidation of the 
Bankers Accident Insurance Company of Des 
Moines with the Federal Life has been ap- 
proved by the insurance departments of Iowa 
and Illinois, effective as of December 29. The 
actual work of taking over the business of the 
Bankers Accident, it is expected, will be com- 
pleted before the new year. At a special meet- 
ing of the stockholders of the Federal Life two 
weeks ago the merger was unanimously ap- 

proved. 

E. C. Budlong, who has been vice-president 
of the Bankers Accident, will come with the 
Federal Life, and has been elected vice-presi- 
dent and superintendent of agencies for the 
health and accident department, and assistant 
superintendent of agencies for the life depart- 
ment. 

George Barmore, the present superintendent 
of agencies for the life department, has been 
elected vice-president and superintendent of 
agencies for the life department and assistant 
superintendent of agencies for the accident and 
health department. With this arrangement Mr. 
Barmore and Mr. Budlong will have joint 
supervision over the agency work of both de- 
partments of the company. 

President Isaac Miller Hamilton of the Fed- 
eral Life, in commenting on the consolidation, 
declared the merger will increase the Federal 
Life accident and health department about 60 
per cent. This wilf bring the premium income 
to over $1,500,000 for 1924 in the accident and 
health department. 








the income from workmen’s compensation, and 
the activity in building has added materially 
to the bonding and surety business as well as to 
public liability premiums. 

The casualty insurance business has been 
somewhat upset, due to the application of the 
acquisition cost rules. While the immense task 
of developing these rules was practically over 
at the beginning of 1923, the work of putting 
them into practice and smoothing out the rough 
spots has been no small matter, and the conse- 
quent upheaval in agency connections has no 
doubt been felt, especially by the older com- 
panies. A great deal of the work is not over 
and casualty executives will look forward to 
1924 as a year when they can to a very large 
degree concentrate their efforts upon produc- 
tion. 1924 will undoubtedly be a big year for 
casualty insurance, indeed it may well show to 
be the greatest increase ever. 
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ROSSIA INSURANCE COMPANY 


OF AMERICA 


THE FIRE REASSURANCE COMPANY 


OF NEW YORK 


AMERICAN FIRE INSURANCE CORPORATION 


OF NEW YORK 


UNION RESERVE INSURANCE COMPANY 


OF NEW YORK 


REINSURANCE 
HARTFORD CONN. 

















“Our rates no higher 


Davameine dotted!” | Inheritance Tax Computations 


Simplified For Life 
Insurance Underwriters 


A Valuable Work On Inheritance Taxation 


| By FORREST L. MORTON 


Inheritance Tax Expert 


A concise tabulation of the essential facts of laws 
relating to inheritance taxation. Invaluable for the 
use of Life insurance underwriters and others re- 
quiring accurate, easy-to-find information for quickly 
computing inheritance taxes. | 


Complete to the end of the 1923 Legislative season. 


CONTAINS: 


Exact computation of tax for each State Property 
Taxable, by States, for both resident and non resi- 
dent decedents. 

Simple tables of beneficiaries. rates and exemptions. 
Taxation of life insurance proceeds; Federal income 
tax; tables and rulings; Etc., Etc. 














Writing Casualty Insurance, Price, in pocket size, $2.00 
Fidelity and Surety Bonds. THE SPECTATOR COMPANY 
HOME OFFICE - - - DAVENPORT, IOWA CHICAGO ‘%élling Agents wew yorK 
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ANSWERS B. P. HOLMES 


“Observer” Supports His Criticism of 
Surety Business Practices 


OUTLINES SPECIFIC DEFECTS 
See Needs for Better Developed Channels 
of Information on Risks—Losses 
Increased by Tax Methods 

Bayard P. Holmes, president of the [ooper- 
Holmes Bureau, Inc., is a man of long experi 
ence in the insurance business and of sound 
judgment, but in dissenting, as he did in the 
New York Journal of Commerce of December 
1, from the criticism of the methods and prac- 
tices of fidelity and surety companies voiced by 
“Observer,” he overlooked many important facts. 
Even though surety companies are utilizing the 
bureau of which he is president and manager for 
investigations in increasing measure, that fact 
is not an offset to the many defects in the 
methods and practices of the companies. Some 
of the defects are as follows: 

First, in writing business: 

The companies do not, except in an incon- 
siderable degree, exchange information about 
bad risks, so that a no-good contractor can go 
from one company to another. The companies 
have no organized system for the interchange 
of information. 

The companies often write contract bonds 
without verifying the financial statement of the 
contractor, and without verifying the statement 
of the contractor as to the amount of work he 
has in hand and the percentage that is com- 
pleted. 

The companies often write contract bonds 
with incomplete and inadequate, or total ab- 
sence of, knowledge of the physical features 
of the work to be done. 

The companies write blanket fidelity bonds 
as a rule, and other fidelity bonds often, with- 
out making any investigafion of the employees 
to be covered or any inquiry as to the safe- 
guards maintained by the employers to prevent 
speculations. 

The companies 
executors’ bonds in many cases without secur- 
ing joint control of the estate, and even when 
joint control is insisted upon often do not get 
all of the assets under joint control. Often, too, 
joint control is exercised in a defective manner. 

The companies write depository bonds too 
freely, especially in the case of State banks, 
with insufficient knowledge of local conditions 
and without due consideration of the trend of 
agricultural conditions and prices and of the 
character of the banking laws and bank super- 
vision in the given States. 

The companies write stipulations for value 
(release from libel) too often without making 
themselves absolutely certain of the solvency 
of the owners of the vessel and of the likeli- 
hood that the owners will remain solvent till 
the suit is decided. 

The companies write exceptional bonds, that 
is, bonds covering work or things having pecu- 
liar and individual features, without due in- 
vestipation of the hazards involved. 

The companies too often fail to assure them- 





write administrators’ and 


selves absolutely of the financial worth of in- 
demnitors in the case of contract, depository 
and other bonds. 

Second, in the case of business after it is 
written : 

The defect here consists in an almost entire 
lack of any organized system of inspections. 
Such an inspection system would be most use- 
ful. 

In ascertaining and securing correction of 
defective methods of fidelity risks in handling 
uid accounting for moneys and securities. 

In watching and supervising administrators 
and executors. 

In checking methods of public officials; as- 
certaining whether proper office methods are 
followed, whether funds are deposited in proper 
banks, whether there is too much concentration 
of funds in one bank, and whether depository 
bonds are secured equal to the amount of the 
deposits. 

In watching contractors and keeping them on 
the job and getting their work along, in ad- 
vising them as regards methods, equipment, etc., 
and seeing to it that they do not take on too 
much work and thus get over-extended. 

In seeing to it that fidelity risks 
periodical audits. 


make 


The companies have failed in not getting into 
close touch with their risks and in not becoming 
expert advisors to their risks. The life, fire 
and casualty insurance companies have done 
this, and the surety companies have not. This 
is a development that awaits the action of the 
surety companies. 

The bane of the fidelity and surety business 
is haste. Granted that quick service to cus- 
tomers is a necessity, the greater then is the 
reason for devising ways and means for accu- 
mulating and having on hand the fullest possible 
information about risks for guidance in under- 
writing and for devising ways and means to 
watch and advise risks. For the companies 
to do this individually would mean duplication 
and unnecessary expense, hence the advisability 


by the com- 


of co-operation and joint action 
panies. 

It may be argued that the ideal set up is 
almost impossible of attainment, that the labor 
and expense involved present insuperable ob- 
stacles. But it is well to bear in mind that 
“Rome was not built in a day.” The life and 
fire and casualty companies did not reach their 
present admirable efficient methods all at once. 
Let the companies make a start and the wisdom 
of the undertaking will be demonstrated so 
quickly that greater and greater efforts will be 
made to conduct the business efficiently. The 
companies will then serve the public far better 
than at present, and in serving the public will 
serve themselves. Prevention of losses is far 
more important than payment of losses. 

It is true that conditions growing out of the 
war have increased losses, notably in the case 
of depository and contract bonds. But it is no 
less true that losses have increased by reason 
of the lax methods of the companies. Any one 
who will review the underwriting of bonds and 
examine claim files will soon satisfy himself 
of this. OBSERVER. 

December 22, 1923. 
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ACQUIRES CONTROL OF FIRST 
NATIONAL 
Continental Life of St. Louis Will Operate 
South Dakota Company 
The Continental Life Insurance Company of 
St. Louis has acquired approximately eighty 
per cent of the outstanding capital stock of the 
First National Life Insurance Company of 
Pierre, S. D. No announcement can be made 
at this time as to the future plans, but the two 
companies will naturally work in close har- 
mony. 
C. \W. Martindale, who is the present secre- 
tary and general manager of the First National, 


will remain in active charge of the affairs of 


that company, and in all probability will be 
elected an officer of the Continental Life In- 
surance Company at its next annual meeting. 
It is also contemplated that an official of the 
Continental Life Insurance Company will be- 


come active in the management of the First 
National Life Insurance Company. 

The general policies of the First National 
Life Insurance Company in its agency and in- 
vestment affairs will not be disturbed by the 
change in ownership of the company. 

The figures below disclose the size and ex- 
tent of operations of the two companies during 
1923: 

Continental Life—Written business, $25,000,- 
000; assets (approximately3, $6,400,000. 

First National—Written business, $5,000,000; 
assets (approximately), $1,700,000. 

Combined paid-for insurance 
$65,000,000. 
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MEN 
WHO 
THINK 


they are built for speed and endurance 
and can qualify for general or state agency 
work, will find it to their advantage to 


communicate with 


THE LIBERTY LIFE 
INSURANCE COMPANY 
Liberty Life Building, 


Topeka, Kansas. 


























Wow, Ready: 


Kentucky Field Annual 


and Insurance Directory 
1923 Edition 


In its new form, the Kentucky Field Annual and 
Insurance Directory (1923), has just made its ap- 
pearance. Not only does it encompass the usual data 
of companies and agents, by cities, but it sets forth 
in plain language, explanations of the principles of 
insurance, the proper methods of figuring the profits 
in the business and other data helpful in classifying 
as to solvency the several types of carries in accord 
with the state law. 

In addition to the special features these Field Annuals 
give all the data contained in the usual state directory 
—and more. 








THE INSURANCE FIELD CO., Inc. 
P. O. Box 617, Louisville, Ky. 


Send me a copy of the 1923 Kentucky Field 
Annual and Insurance Directory. Enclosed check 
for $5.00 to cover cost. 


TE SARA SS a en ee 


Home Office Building 


Jefferson Standard 
LIFE INSURANCE CO. 


has some excellent 
territory open 



































lf Interested, Write 
JULIAN PRICE 


President 





Greensboro, North Carolina 











1923 Supplement 


Insurance Law al New York 


** At its 1923 session, the Legislature of New York enacted 29 
laws, affecting 59 sections, the changes in 1923 being about four 
times as many as usual. Owing to this situation, the compiler 
of the Insurance Law of New York, Amasa J. Parker, Jr., 
decided to publish a supplement to the last complete edition. 
This 1923;Supplement has been issued and contains 98 pages. 


The 1923 Supplement embraces reprints of sections amended, 
new matter being printed in italics and matter omitted being 
shown in brackets. wil 


There are“also copious notes after each section, showing the 
purpose of the amendments. 


Price, in cloth binding, $2.50 


THE SPECTATOR COMPANY 


CHICAGO OFFICE 135 WILtiAM STREET 
INEURANCE EXCHANGE NEW YORK 





























Wilmer L. Moore, President Robert F. Moore, Secretary 


WANTED—GENERAL AGENTS. Weare enter- 
ing Tennessee and Texas and are prepared to give 
general agent’s contract to responsible parties. Only 
men of experience, proven success, character and some 
financial worth, possessing executive ability and 
initiative need apply. 


The Southern States Life Insurance Company 
Atlanta, Ga. 
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SOUTHERN 
SURETY CO. 


Home Office, Des Moines, lowa 





Semi-Annual Statement, 
December 31, 1922 


(Condensed from Statement to U.S. Treas. Dept.) 


Admitted Assets..... $6,847,520 
er Kis 1,000,000 
ee 575,698 


Eleven Years of Steady Growth 
Prompt and Dependable Service 
to Both Patrons and Agents 





We Solicit and Write: 


Surety and Fidelity Bonds 
Accident and Health 
Plate Glass 
Workmen’s Compensation 
Employer’s and General Liability 
Burglary and Automobile insurance 


Let the Southern Serve You 
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COMMONWEALTH 
CASUALTY 
COMPANY 


| PHILADELPHIA’S OLDEST 
CASUALTY COMPANY 


ee ee 





ACCIDENT and HEALTH 
INSURANCE 


AUTOMOBILE and TEAMS 
INSURANCE 


NO OTHER LINES 
BEST POLICIES 
LOWEST RATES 


UP-TO-THE MINUTE SERVICE 
WE SOLICIT YOUR BUSINESS 


CONSTANTLY INCREASING 
BUSINESS and FINANCIAL 
STRENGTH 




















CASUALTY AND SURETY 
CLUB 





December Banquet and Annual Meet- 
ing Held Together 





W. G. FALCONER BECOMES 
PRESIDENT 





Record Number of Members Attend Lively 
Gathering at Hotel Astor—Election of 
Officers for Coming Year—Hon. 
Alfred J. Talley Is Guest of 
Honor 

On last Thursday evening the Casualty and 
Surety Club of New York held its regular 
December meeting and dinner at the Hotel 
Astor, that city. At the same time the annual 
gathering was included so that the affair served 
the double purpose of an opportunity for cas- 
ualty and surety men to get together and a 
period during which the new officers for the 
coming year could be elected. Retiring-Presi- 
dent Alonzo G. Oakley occupied the chair and 
the guest of honor for the evening was Hon. 
Alfred J. Talley, judge of the Court of Gen- 
eral Sessions, who made an impassioned plea 
for the aid of all insurance men in settling the 
civic problems of to-day and in educating the 
masses up to the high standards of American 
citizenship. Casualty and surety men, said 
Judge Talley, always abided by the fairest code 
of business ethics and the example furnished 
by them had done much to preserve the com- 
monwealth and elevate the ideals of true democ- 
racy. The speaker made humorous reference 
to the different classifications of multiple-line 
insurance and stated that he was both surprised 
and pleased to note the cheerfulness of his 
audience in view of the fact that he had sup- 
posed all casualty and surety men to be 
melancholy because their business was con- 
stantly beset by “death, danger, destruction and 
damages.” The judge’s talk scored heavily and 
he was applauded again and again. 

Following a well-arranged program of en- 
tertainment, Secretary-Treasurer Albert J. Row- 
land submitted his report showing the sound 
financial standing of the club. He stated that 
the organization was in a flourishing condition 
and that the membership now numbered 708. 
The election of officers which was then held 


resulted in the choice of Walter G. Falconer 
as president; E. A. St. John, first vice-presi- 
dent; James A. Garret, second vice-president, 
and H. D. Jackson, secretary and treasurer. 
The executive committee was appointed as fol- 
lows: Richard Deming, chairman; Thomas J. 
Graham, William C. Billings and George H. 
Reaney. At the close of the election Chair- 
man Oakley, after thanking the officers for 
their work during the past year, surrendered 
his gavel to President Falconer, who gracefully 
expressed his appreciation of the honor and 
then adjourned the meeting. 

The dinner gathering was the most suc- 
cessful ever held by the Casualty and Surety 
Club and among the four hundred or more 
present were noted Nelson Sterling, vice-presi- 
dent of the Fidelity and Casualty; W. J. 
McCaffrey, vice-president of the Globe In- 
demnity ; John L. Mee, vice-president and super- 
intendent of agencies for the National Surety; 
J. S. Turn, secretary of the A<tna and affiliated 
companies; John A. Cochrane; vice-president 
and general sales manager of forgery bonds, 
National Surety; Chauncey S. S. Miller, pub- 
licity manager of the North British and Mer- 
cantile; F. M. Hugo, former Secretary of 
State, and E. M. Linville, who is slated to be 
president of the New York Indemnity after 
the new year. The meeting broke up into sev- 
eral impromptu parties, which did much to 
cement the already strong bonds of fellowship 
between the men in the business. One of these 
groups, to which J. A. Cochrane, E. M. Lin- 
ville and John L. Mee alternately acted as 
hosts, will long recall the latter’s reiterated 
monologue anent the “State of Wisconsin, City 
Racine—.” 


Roosevelt Automobile Mutual 
Company Forming 


Casualty 


The Roosevelt Automobile Mutual Casualty 
Company of New York is in process of organ- 
ization by parties who are also promoting the 
Roosevelt Mutual Insurance Company to write 
employers’ liability and workmen’s compensa- 
tion risks and the Roosevelt Mutual Fire In- 
surance Company. Among’ the incorporators 
are: J. G. Purdy of Ossining, F. R. DeNyse, 
Brooklyn, and Samuel Kookogey of West- 
field, N. J. 











INSURANCE COMPANY 


AMERICAN 
AUTOMOBILE 


Home Office, Pierce Building 
ST. LOUIS 


Chas. W. Disbrow, President 





‘SAll Kinds of Insurance 
on Automobiles’’ 
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st HAMPTON ROADS 


FIRE 42 MARINE 
Insurance Company 


NORFOLK, VIRGINIA 


Address Home Office For Agency Connection 


HENRY G. BARBEE JAMES A. BLAINEY GEORGE A. MORIN, 
President Managing Under. 


Fire Dept. 


Vice-Pres. and 
Secretary 








INTERSTATE CASUALTY CO. 


BIRMINGHAM, ALABAMA 


AUTOMOBILE INSURANCE 
LIABILITY INSURANCE 
PLATE GLASS INSURANCE 


A SPECIALIST COMPANY 
Surplus to Policy Holders $408,090.84 


CHICAGO SAN FRANCISCO Houston 


830 Insurance Exchange Alaska Commercial Chronicle Building 
Building Building 
LOUISVILLE SaLtt LAKE City ALBUQUERQUE 


Gaunt & Harris 1015 Boston Building 112 South Third Street 


Speed Building 

















tea SOUTHLAND 
LIFE INSURANCE 
COMPANY 


DALLAS, TEXAS 














st Insurance in Force 
i Over $73,000,000.00 
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i HARRY L. SEAY, President 
CLARENCE E. LINZ, 
Vice President & Treas. 
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Vice President & Sec. 





Vice President & Actuary 








THE MORAL HAZARD 
By William Vlachos 


The most menacing factor in fire insurance is bad 
moral hazard. It has been well said that 
‘‘The rate is based on the physical hazard; the 
moral hazard is insured without remuneration’’ 

In an absorbingly interesting booklet entitled ‘“The 
Moral Hazard,’’ William Vlachos, an insurance in- 
spector of long and varied experience, describes some 
of his most instructive inspections, each one of which 
illustrates pointedly a phase of moral hazard. 
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ANY ONE OF THESE STORIES MAY SAVE A LOSS. 


Special Agents, Inspectors, Adjusters, Underwriters and 
local Agents can read this book with 
PROFIT TO THEIR COMPANIES 


PRICE: In lots of 100 or more, $40 per 100. 


THE SPECTATOR COMPANY 
CHICAGO Selling Agents NEW YORK 




















North British «« Mercantile 
Insurance Company 


LIMITED 
109 YEARS OLD 


Fire, Tornado, Automobile, Sprinkler 
Leakage, War Risk, Explosion 
and Kindred Lines 


SECURITY—Resources ample for all obligations 
SERVICE—Expert advice on insurance problems 





CECIL F. SHALLCROSS, UNITED STATES MANAGER, 
76 WILLIAM STREET, NEW YORK CITY 








THE PRINCIPLES OF 
SURETY UNDERWRITING 


Third Edition 
By LUTHER E. MACKALL, A. B., L. L. B. 


An Instructive Work for Surety Managers and Underwriters 
CHAPTER HEADINGS 

FIDELITY BONDS—Public Official Bonds—Court Bonds 
(including executors, administrators, guardians, trustees, re- 
ceivers, assignees), Court Bonds (including all required to be 
filed in course of judcial proceedings)—Contract Bonds— 
Depository Bonds—Bonds of Indemnity on account of Tost 
instruments—Bonds on Assignment of Accounts Receivable— 
Qualifying Bonds for Insurance Companies—Miscellaneous 
Credit Guarantees—Internal Revenue Bonds—Custom House 
Bonds—Indemnity Bonds in favor of a Surety Company. 


Bound in Buckram Price $3.50 


THE SPECTATOR COMPANY 


CHICAGO OFFICE: Selling A gents 135 William Street 
Insurance Exchange NEW YORK 
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INDUSTRIAL INSURANCE 


SECTION 


HELPFUL HINTS FOR 
SUPERINTENDENTS 
...AND AGENTS... . 
RECENT EVENTS 
INA BUSY FIELD 

































































HOW TO SELL MORE ORDINARY 


XI---Insuranece for Business Purposes 


Industrial agents who have sold thousands 
of policies for family protection are likely) 
to think sometimes that this is the true func 
tion of life insurance, and that some of the 
applications that have been made of it in 
recent years reflect inventive re- 
sourcefulness of master salesmen. While the 
main function of insurance is to protect be- 
reft widows and orphans, while this is its 
most glorious accomplishment, and while per- 
haps the bulk of the billions of insurance in 


almost the 


force today was taken out with the view of 
caring for the family, it is a matter of his- 
torical fact that the first life insurance poli- 


cies ever written were issued for business pur- 
They were term policies on the 
aken out to protect the 

who were exporting 


poses solely. 
lives of ship captains, 

of merchants 
vares across the seas, and so in turning 


interests 
their 
to the protection of business interests 
the institution of life insurance is but 
cing around the circle to its starting point. 





The sale of insurance in the modern business 


world offers to the agent field of endeavor 


Without limit. 
PARTNERSHIP INSURANCE 
Any firm of partners engaged in any busi- 


ness or profession, if uninsured, or under- 


insured, for the specific purpose of protecting 
the partnership, is a prospect for partnership 
prospects, then, reduces 
itself to the making of all of the 
partnerships in the agent’s territory. This will 
afford endless material for him to work on. 
Certain data besides the names and ages of 
the prospects is essential. The agent should, 
if the partnership is a business or manufactur- 
ing concern, know the annual output, or volume 
of business, as well as the assets and liabilities. 
Valuable information can be had through Dunn’s 
or Bradstreet’s, or any other reliable commer- 
cial agency. Sometimes, especially in smaller 


Gathering 


insurance, 


a list of 


By WILLIAM 


THORNTON 


towns, bankers will divulge considerable im- 


portant information, if the banker knows for 


what purpose it will be used, and can rely ab- 


nt 


not to violate his confi- 
little tact 


matters, however. 


S¢ lutely on the 


age 


dence. It requires a in talking to 


bankers about such 


REASONS FOR PARTNERSHIP INSURANCE 

Here are a few strong reasons for part- 
nership insurance, almost any one of which 
might carry sufficient appeal to close the ap- 
plication, if properly presented 
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1. There is an actual, not merely a theoretical, 


loss to a busines concern, if the directing head 
is removed by death. Knowledge, experience. 
and familiarity with the particular enterprise 





Profits tem- 
accounts drag. 


cannot easily be replaced. may 
porarily drop off, collection of 
The proceeds of a life insurance policy would 
help recoup these losses. 

2. Life insurance strengthens credit. Most 
banks, in the blanks they give out to use in 
making application for a loan, commercial or 
otherwise, ask how much insurance is carried. 
Some make the granting of the loan condi- 
tional upon carrying insurance. If the insur- 
ance in force, getting the loan 
through is expedited. If one waits to apply for 
insurance until one needs credit, he may find 
his health impaired, his life uninsurable, and 


he is denied the needed accommodation. 


is already 


21 


3. When money panics and hard times oc- 
cur, banks limit the credit they extend. The 
cash value of insurance policies may be used 
lire insurance companies do not 
full coverage for the entire gross 
risk. Take example a store 
and stock of goods. In case of total loss by 
fire, more new capital than the fire policies 
provide might be required to get a fresh start. 
Che loan value of life insurance policies would 
help. 

4. Under the ruling of the Income Tax Col- 
lection Department in force now as of Janu- 


as a loan. 
always grant 


amount of a ior 


ary, 1923), insurance, the 
policy on the life of each payable to the other. 
The premiums, if paid out of the income from 


the business, are deductible in reporting Federal 


partners may carry 


income returns for taxation. The agent should 
find out what the rule is in his own State, so 
as to supplement the Government ruling in 
making his canvass. 

5. The time may come when one partner will 
wish to buy another’s interest; a life insurance 
policy may be the means of accomplishing this, 
which might otherwise be impossible at the 
moment. Complications always follow the 
death of a partner. The survivor and the heirs 
of the deceased may desire to carry on the 
business as formerly, creditors may interfere 
immediate settlement of ac- 


by demanding 


counts; life insurance will prevent liquidation. 
On the other hand, while the surviving partner 
and the deceased may never have had a dis- 
agreement or difference during long associa- 
tion together, dealing with an executor, widow, 
or someone else is an entirely different story. 
The deceased’s interest be acquired 
through insurance the firm carried on his life. 

6. Finally, if after the partnership insurance 
has been carried for many years, and no con- 
tingency ever arises out of which it is needed, 
certainly it is wise for a concern to salt away 
its surplus, and life insurance is an ideal place 


may 





to put surplus. What business does not need 
surplus? An adequate surplus may itself be 
said to be of the 
enterprise. 


insurance on the success 


PARTNERSHIPS OF PROFESSIONAL MEN 

Some of the arguments advanced may not 
apply in the partnership is a_profes- 
sional one. However, many firms of law- 
yers and physicians could be interested in part- 
nership insurance. When contingent profits 
are involved, and a member of the firm dies, 
the estate can be settled at once, and the de- 
ceased’s interest disposed of. Remember, too, 
that a real financial loss ensues in the event 
of the death of a member whose talents contrib- 
ute materially to the firm’s income. 


case 


PoLiciEs ON SINGLE LIVES 

Single policies are always more preferable 
than joint policies. In case of dissolution, 
complications arise over the joint policy. If 
one of the lives originally insured under a joint 
contract has become impaired, his insurance 
cannot be replaced. Furthermore, the agent 
makes more money by placing two single poli- 
cies than by placing one joint. 


THE One Man BUSINESS 

The man who owns his business alone is 
just as much a prospect for insurance for the 
specific protection of that business as if it 
were a partnership. Nearly all that has been 
said in the discussion of partnership insurance 
applies with equal force to the one man busi- 
ness. Insurance strengthens the owner’s credit, 
it affords additional resources in emergencies 
such as a money panic or a fire, and it offers 
a safe investment for surplus. 

Every man owning a business owes it to his 
dependents to have at all times adequate in- 
surance on his life, so that in the event of his 
death the business may be wound up and left 
debt free without the touching 
one penny of insurance payable to his family, 
or without the business being closed out at a 
Even if a 


necessity of 


loss or sacrifice of its real value. 
man wishes his heirs to continue his business, 
it is unfair to them for him to bequeath a 


burden of debt to them along with the busi- 


ness itself. 
Tue CLeaAn UP Poricy 
It is appropriate here to say a word al 
the “clean up” policy, which was not discussed 
“Tnsurance for the Protec- 
Nearly every man has 


out 


under the head of 
tion of the Family.” 
a certain amount of floating indebtedness such 
as current monthly bills, some of which will 
be due and unsettled at his death. The 
of his last illness and his funeral will have 
to be paid too. He should 

these 
receives from the income pol 


cost 


not expect his 
widow to meet items out of the early 
installments she 
icy. If she is 
cramped for actual living expenses during t 
first year or so immediately following his 
death. Adequate insurance f 
enough provision to clean up all of these inci 
dentals. 

It is unnecessary to elaborate on this point 
in writing for the benefit of industrial agents, 
however, as nearly all of the smaller policies 


they have sold have served this purpose, and 


forced to do so, she may be 
1 
ne 


or her includes 
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the subject is by no means new or strange 
to them. 
* * * 

With this article, the present series comes 
to a conclusion. It is hoped that enough has 
been said in casting a few high lights on the 
business to convince the man on a debit that 
there is nothing mysterious about ordinary, 
and that it is no more difficult to sell it than 
it is to sell industrial. 

It offers a good money reward to the agent 
who succeeds in selling even a fair sized vol- 
ume, and any agent can accomplish this and 
much more by putting a little study on his 
rate book and policies, and by carefully exam- 
ining his prospects’ needs for insurance, and 
seeking to fit each individual case with the 
kind of policy best suited to its purposes. 

As the agent begins to write a larger volume 
of business and prosper correspondingly, he 
finds that others begin to regard him different- 
ly; he observes that he is filling in his com- 
munity a place he has long coveted, that he 
is looked upon as a factor, just as the minister, 
the banker, or the lawyer. Every agent has 
the right to attain this station, and it is within 
the reach of any honest agent who is willing 
to pay the price of hard, conscientious work. 


The Plodder 
By W. C. Morton 

The roster of America’s Great, past and pres- 
ent, reveals the fact that their greatness was 
neither inherent nor was it thrust upon them. 
There is only one way to greatness, and that 
is by steady work. 

\be Lincoln plodded his 
perseveringly, and slowly, from a rail splitter 
to the White House. Ben Franklin, fought pov- 
erty all his life, but died a rich man, known 


way, patiently, 


around the globe. Edison has always been, 
not a man of spectacular accomplishments, but 
simply sticking to the task at hand. 
through America’s “Hall of Fame,’ we are 
greeted with the common every-day type of 
citizen, not endowed gifts, 
but, simply, the “Plodder,” who knows and 
appreciates the value and dignity of labor. 
Herbert Kauffmann says that when you strike 
The only 


“snap” are 


Likewise, 


with any special 


certainties you strike limitations. 
people who have a “cinch” or a 
Success is not hunting 


If you do not achieve 


those who work hardest. 
you. You must seek it. 
success as quickly as you think you should, do 
mer- 


not become discouraged. Remember a 


chant went “broke” two or three times, but he 
stuck. He died a “merchant prince.” 

Some of the most successful men from one 
point of view will never be seen in print. You 
that Do not think 
because your name is not mentioned along with 


may be one of number. 
Schwab, Vanderlip, Wilson and Coolidge that 
vou are a failure. Master your own territory. 
Be king over your own particular sphere of 
activity. You can be superior to Mr. Schwab 
in your own work if you become a “plodder.” 

Be the biggest producing insurance man in 
your town. Remember you cannot do that by 
smoking expensive cigars on the park benches, 
or gossiping in the hotel lobby. You must be 


up early and work late. The biggest debits 
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are not “snaps” but require hard work and the 
reward is given accordingly. The most suc- 
cessful writers see a dozen prospects before 
the lazy man has left home. 

The things of this world belong to the hustler, 
There is no chance to-day for the slothful, in- 
different type of man. Do not get so wise 
that you cannot be instructed by successful men, 
Those things that bring success to your neigh- 
bor will likewise assist you, if properly applied, 
When you reach the age where you are a know 
it all, you may get fired. 

Do not become boresome to your prospect. 
Remember you are a business man, talking busi- 
ness about a matter of vital importance. Talk 
to the point. Let your prospect get interested, 
and take the lead. Success will result. 

Above all, remember that yours is the great- 
est of all professions. Even the angels of 
heaven rejoice to see you minister to the 
wants of widows and orphans, and the aged, 
You practice what the minister preaches. With 
this appreciation of your work, and by con- 
stantly plodding away, success will crown your 
efforts. 

Metropolitan Life’s Industrial Dividends 

The Metropolitan Life of New York has 
taken action whereby its industrial policyhold- 
ers will, in 1924, receive some $11,000,000 of 
dividends, an increase of about $2,000,000 over 
the 1923 total. 

The directors have appointed the following 
as assistant secretaries: Donald B. Armstrong, 
M. D., who has been in charge of the experi- 
ment conducted by the company at Framing- 
ham, Mass., in an attempt to wipe out tuber- 
culosis in that municipality, and whose work 
will be in connection with the company’s health 
and welfare work; Howard L. Dohrman, sec- 
retary to the president for more than twenty- 
five years; C. Eugene Tully, in the service of 
the company for about twenty-five years and 
secretary to the late second vice-president 
Woodward, and Earl O. Dunlap, formerly 
actuary of the Pittsburgh Life and Trust Com- 
pany, who joined the Metropolitan when the 
business of the Pittsburgh company was taken 
over by the Metropolitan. 


Master Your Business 

This is an age of experts—be one. In this 
day of keen competition, of intelligent sales- 
manship, there is one way, and only one way, 
to get to the top and that is to master your 
business. 

Whatever your position, be the very best 
that ever occupied a similar position. Not in 
one particular, nor in a few particulars,, but 
in all. 

If an agent, be the best that ever walked in 
shoe leather in your field of operations. 

If a manager, be the best of them all. 
can be the man in management in every phase of 
your work. Prove by the management that you 
are of the caliber that can manager a division. 

There is always room at the top for big men 
and don’t forget that the demand at the present 
time is bigger men for a bigger company. 


—The Banner. 


You 
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Making Your Business Grow 


“The best way to do a thing is to do it.” 
While some men are getting ready to work, and 
“operating” their machinery, others will step 
in and accomplish the same thing without any- 
body’s knowing it. There are two kinds of 
agents. Some of them mean well, yet they 
think they must have a very large amount of 
stationery, plates on their doors, signs to place 
about the town, etc., and they are constantly 
asking for something of this kind. On the 
other hand, there is another class of agents 
who do little of this sort of thing. 


opportunities, seek for them, and when they 


They seize 


find them do not make a great noise, but do 
work right up. 

While one agent may be puffing his office in 
every newspaper in his neighborhood from year 
to year, the working agent is steadily and 
noiselessly accumulating a large business. 

In getting business, notices in the papers can 
generally be secured; if not then 
through the influence of other parties. One 
good editorial notice is worth a year’s adver- 


directly, 


tisement in the business columns. By all means 
induce the editor to take a policy, if the thing 
is possible, so that he can say, we are insured 
in this company. 

Good literature plays a useful part in the 
education of policyholders. Tact 
used in its selection and circulation. 


should be 


Judicious distribution of circulars is desir- 
able. If the company is wholly unknown in 
the community, showcards, circulars, annual 
statements, etc., may be freely given away. In 
many cases, however, in getting an application 
no reading matter will be serviceable. We 
know agents who, as a rule, just take the tables 
of the company in their hands and go out and 
get business, very rarely using any other printed 
matter. But where one will think about it, 
it is wise to give him something to read, espe- 
cially if it explains and enforces the advantages 
So far as documents of any kind 
are really effective, they are a cheap invest- 
ment, and they should be put into the hands of 
those already insured, as well as the uninsured. 
This will increase their confidence, and in many 
cases they will show them to their friends. 

The agent should take some insurance on his 
own life for as large an amount as he can con- 
veniently pay for. and should carry his policy 


you offer. 


in his pocket to show it, pointing out its pro- 
visions and advantages, asked, as he 
frequently is, “Are you insured in this com- 
pany ?” 


when 


For it is inconsistent for any man to 
go about urging others to do something in the 
way of investment which he has not faith 
or enthusiasm enough to embrace himself. 
Every man can insure his life, and agents who 
Say so, as many of them do a score of times 
every week, and at the same time omit doing 
this themselves, are constantly in a state of 
awkwardness. 

Life agents should cultivate the acquaintance 
of the clergy, and by every suitable means en- 
In most cases 
a minister will give a note of introduction, or 
a general letter commendatory of the agent 
and his company. Often, too, a pastor will 


deavor to secure their influence. 


furnish a list of the members of his parish most 
likely to insure. It is of great importance to 
effect an insurance upon the minister’s life. 
Where he is unable, or disinclined, some one of 
his parishioners may be induced to take up the 
matter and raise the premium, and make a 
present to the pastor of a policy. Suggest this 
to some of the members of his church. 

Becoming associated with the Sunday school 
will not only extend one’s usefulness in gen- 
eral, but enhance his success as an agent. It 
gives him a standing in the community, intro- 
duces him to young men of enterprise and 
growing influence, and identifies him with the 
congregation and its leader. 

Where a life falls in the community with an 
insurance upon it, especially if it is of great 
advantage to the surviving members of the 
family, particulars may be profitably obtained 
and the circumstances commented upon. Per- 
haps the relatives and friends may be induced 
to insure. 

Very few communities do not furnish ex- 
amples where a life policy upon the deceased 
parent would have been a god-send to the 
afflicted household. It is not only proper to 
refer to such cases, but an agent is derelict in 
duty if he does not interpret and apply such 
examples as a warning against the neglect of 
life insurance. Sudden deaths give especial 
point to such appeals. 

Write this down as an axiom: 
will not come into the office; I must go out and 


“Tnsurance 
invite it in.” 

A shrewd agent will make every business re- 
lation tell upon his insurance business. The 
merchant, the mechanic, the banker, the phys- 
ician, the grocer, the tailor, the printer, may 
reasonably be solicited to take a policy on 
the consideration of your patronage. If ap- 
proached in a delicate way, no man will think 
the less of you for suggesting this. It is a fair 
business transaction. 

The hunter does not go into the woods and 
Neither should the 
life agent ever cross the threshold of his office 


fields without ammunition. 


without being in a condition to “produce the 
documents” in case they are wanted. The 
neglect of this simple precaution has lost many 
an agent more than one application. While 
eoing for the gun the game fled. Be always 
ready to say, “Well, let us fix it up right now. 
There’s no time like the present.” 

An agent should be on the watch for stirring 
business men, adapted to a life agency, who 
might like to change their occupation. These 
he will recommend to the home office for 
agents, either in his own or some other field. 
if he meets with agents of other companies 
who desire to dissolve their present connection, 
it is proper to mention it; but it is not honor- 
able to try and induce them to change com- 
panies. 

Tt is a mistake (as a rule) to imagine that 
nothing can be done in a given locality because 
many companies operating 
there,” or “the people have all they want,” or 
“there is too little money in circulation.” In 


one sense the more companies the better. The 
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there are “too 


mind of the community is likely to be stirred 
up to the matter, and will realize the advan- 
tages you offer, if you will but properly explain 
them. Life insurance one day will be as com- 
: as fire insurance, end you may as weil 
Well- 
cirected eficrts always j.rocuce satisfactory re- 
sults. It is not so much the field as the man. 

In large business or manufacturing establish- 


QO 


im 
thinx of exhausting one as the other. 


ments, it is important to get the good will of 
the principal head, to insure him if possible, 
and so obtain tavorabie access to those in his 
employ. Very often, e!so, the superintendent 
cr foreman of a concern is 2 more useful friend 
than even the principal. Or one of the clerks 
or common workmen may, by proper influence, 
become of very great advantage in introducing 
the agent to his associates in the shop or the 
warehouse. 

The certificate of the 
most applications should be procured, and this 
will serve to introduce in a most favorable 
way, not only you, but the subject of life in- 


friends required in 


surance and the company, with all the force of 
example, and the fact that a particular acquaint- 
ance has taken a policy will often be a suffi- 
cient inducement for him at least to look into 
the subject, as most men are inclined to follow 
old friends whose opinions they respect. At 
the same time, he will naturally think well of 
the company to which his friend has given 
the preference. Should no friend’s certificate 
be required by your company, there would prob- 
ably be no objection to your obtaining for can- 
vassing purposes as many as possible from 
every applicant. When practicable, get those 
about to be insured to go with you to their 
friends, introducing you, and commending to 
them the insurance, and the company you rep- 
This has great weight. 

If he be wise in enlarging his business, an 
agent will be particular to enlist in his inter- 
est, so far as he can, every one who takes a 
In some cases, a slight compensation 
may ensure effort in this direction. But in 
other cases the offer of this would have a con- 
trary effect. Here is room for wisdom and 
3ut it is highly desirable that an 
have numerous influences around him 
silently operating to his advantage. 

With some agents it is enough to find that 
one is already insured. How much better to 
congratulate him, and ask, “Would you not 
like to increase the amount?” and, if for life, 
propose an endowment policy. 

We know an agent who never spends time 
talking to a man who doesn’t already carry in- 
surance. He says he leaves that preliminary 
work to others and it does not pay him to 
spend time now-a-days persuading a man of 
the value of insurance. The man whom it pays 
him to canvass is the one who recognizes its 
value. 


resent. 


policy. 


good sense. 


agent 


CoMPENSATION 

Some agents are given to perpetual uneasi- 
ness as to terms and better chances, etc. But 
it should not be forgotten that what is for the 
agent’s interest is for the company’s interest: 
and that, therefore, it is to be presumed that 
a compinv will deal liberally with its agents. 
Whatever is reasonable is pretty sure to be 
granted. 





The really successful men have worked their 
way up slowly but surely, one step at a time. 
They have not been paid a high commission, 
but have made money by the volume of busi- 
ness transacted. 

You will not make as much money with a 
high rate of commission in a company that 
affords you little facility as you will on a 
lower commission in a company where you have 
greater facilities and can secure a large volume 
of business. 

An agent may settle this in his mind, that 
whatever he is worth he will ultimately ob- 
tain. If he proves himself worthy of a better 
chance, he will be sure to get it. The thing 
for him to do is show that he can do life 
This is the only thing he need con- 


business. 
He only asks 


cern himself about at the outset. 
a foothold, a chance to demonstrate that he has 
capacity for this work. If it is in him it wil 
be sure to come out. 

Many a successful agent becomes early un- 
successful by fancying that he can largely 
increase his business and his income by the 
other words, 


employment of sub-agents. In 
It usually 


by getting others to do his work. 
requires some bitter experience to remove this 
fallacy from his mind. To be a successful 
manager requires executive abilities of a high 
order and the power to handle and inspire 
others, which very few possess. The employ- 
ment of sub-agents results in loss far more 
frequently than in profit. The small margin 
of profit on their business is usually more than 
absorbed in over-advances and occasional de 
falcations. Furthermore, the time employed in 
instructing sub-agents and in aiding them would 
bring far better results to the competent solici 
tor if devoted to personal canvassing. 

Before one can become a successful manager 
of a life agency, he must have had actual work 
in getting applications. Nothing can com- 
pensate for the lack of this experience. The 
beginner in the business must therefore begi1 
here at the bottom. He must take right hold 


of canvassing at the beginning, when he will 


learn more in a week than he would in a mont! 
of theorizing. 

There is no business in which a man can 
engage, without capital, that will yield the pecu- 
niary return which may be secured through a 
life insurance agency, managed with tact and 
energy, yet the business is peculiar in many 


respects. The work cannot be laid out in ad 
vance, save in the most general wav. It h: 
been happily said, “the agents who command 
the rewards of successful endeavor in the fie 
work of life insurance are men of many parts 
and of unusual adaptability. They acquire 


the faculty of fitting themselves to varied situ- 
ations and circumstances as the occasion ré 
in an eminent degree prac 


quires, and become 
While it is 


tical hard-working 
not necessary that they shall in any measure 
stultify their moral 
selves in the position of being “all things to all 
men,” they must exercise a kindly tolerance of 
very varying ideas and opinions, and in a 
reasonable way ingratiate themselves with men 
of widely different characteristics, habits and 
stations in life They must be broad-minded 
and liberal to a degree; appreciative of friend- 


business men. 


convictions, or put them 
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ship and friendship’s many obligations; and 
without condoning crime or wrong, must be 
willing to construe human nature in the kindli- 
est way, and not show a disposition to be un- 
charitable in judging the words or actions of 
others. 

The aggressiveness of field 
upon them by a competition that is 
wrought up to fever heat, requires the use of 
many tools—tools which are generally either 
of a literary, sympathetic, or intellectual kind ; 
but however keen the degree of compctition 
may be, no life agent is ever really put to the 
requirements of securing his success by dis- 
reputable means, unless such means lie in the 


forced 


almost 


work, 


direct line of his own natural tendency. Not 
only is success in life insurance strictly com- 
patible with the highest degree of honesty, in 
tegrity of purpose and business principle, but 
we may truly say that these qualifications are 
absolutely essential to any life agent who would 
not only be successful, but who would be cow- 
finnously successful throughout his whole ca 
reer in the field. 

He must be diplomatic in his correspondence, 
conversation and intercourse with others: he 


must exercise an unusually high degree of 
skill in avoiding enmities : 
geniality and unquestioned honor must always 


be in the position of deserving the friendship 


and by his affability, 


of those whose friendship can be of the great- 
est assistance to him. 
No business or 
greater degree of skill than does that of life 
the profession of 
take 


profession requires any 


insurance, and therefore 
the successful life insurance agent can 
rank with that of his brothers in any other 
walk of life, however successful they may be, 
or however eminent they may become; and 
while perhaps, there may be somewhat less of 
preliminary study and training required in 
his case than in some others, he can look for 
ward to the end of his work with the utmost 
complacency, not only with the conviction that 
it will furnish him with a just pecuniary trib 
ute to his labor, but also with the conviction 
hat the work he has achieved has been second 
to none other in its beneficial influence unon 
society, and its help and saving effect upon the 
There is no 
brotherly and 


afflicted and distressed. more 
business, 

1umane.” The 

1 


this description, the 


beneficent none more 


agent approaches 


certain is he of 


nearer the 


more f 


achieving great and permanent results. \\ 


know of many such—ageressive, enterprising. 
—having a love for their 


independent, original 


fellow men, who find the business of an agency 


both agreeable and remunerative—men who 
carry sunshine wherever they go. 

[The foregoing are extracts from the hook, 
“The Art of Canvassing.” by William Miller, 
published by The Spectator Company. The 
hook is an excellent one for study by indus- 
trial life insurance agents. Copyrighted.] 


The Insurance Year Books, 1923 


The 3600 pages of the Insurance Year Books 
seem to be a like number of pages of depend- 
able information pertaining to every company 
now operating. We find that there are no 
books in our library which are more valuable 
or more reliable than are these three volumes.— 
H. A. Loucks, Insurance Commisstoner, 
Wyoming. 
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PRUDENTIAL CHANGES 





Additional Superintendencies Created 
in New York City 


LEADERS IN INDUSTRIAL AND 
ORDINARY 





Many Shifts Made in Personnel—Class EF 
of the Old Guard Gets Two New 
Members—Ernest E. Currin and 
Ludwig J. Goodsman Win 
Promotion 
The Prudential Insurance Company of Amer- 
ica, Newark, has announced that after January 
7 two new superintendencies will be created 
in New York. The districts will be known as 
New York Number 9 and New York Number 
11 and they are to be in charge of Isaac Gold- 
stein and Andrew W. Stuke respectively. Mr. 
Stuke entered the employ of the Prudentia} 
on August 24, 1904, as an agent in the New 
York district and in 1912 was promoted to the 
post of assistant superintendent at Poughkeep- 
sie. Shortly afterward he returned to New 
York and has been there ever since. He has 
had a long and varied experience as an organ- 
izer and an insurance man and his appointment 
is in line with the company’s policy of choos- 
ing men from its own ranks for positions of 

trust and honor. 

Agent William S. Taylor holds the record of 
leadership in industrial in Cincinnati, O., hav- 
ing maintained a consistently high production 
during the past year in that district. In addi- 
tion, the aspect of his debit has been noteworthy 
with reference to collections, low arrears and 
substantial advance payments. Agents Wil- 
liam N. Peterson and Herbert S. Hosler have 
heen recently admitted to the ranks of Class E 
of the Prudential Old Guard. Mr. Peter- 
son and Mr. Hosler both joined the Prudential 
in 1898, one in Chicago and the other at 
Monmouth, Ill., and their long service, coupled 
with the record of achievement each of them 
has, has earned them both from 
their superiors and from their business asso- 


recognition 


ciates. 

ernest E. Currin of Omaha, Neb., 
wig J. Goodsman of Davenport, Ia., 
heen appointed assistant superintendents in 


and Lud- 
have 
their respective districts. The promotions came 
as the result of constant effort and success in 
hoth ordinary and industrial selling and_ they 
re receiving the congratulations of their many 
Michael J. O’Brien, who has been an 
issistant superintendent at Glen Cove, L. I. 
has been made superintendent of the Flushing 
district and will have jurisdiction over that 
which is known as the Hempstead 
O’Brien’s work has been con- 


territory 
division. Mr. 
sistently gaining in volume and his ability to 
organize and handle men, plus the many years 
during which he has been selling life insurance, 
are a certain indication of the fact that he 
will succeed in his new field. 


—The Northern Life Assurance Company of Lon- 
don has aranged with the Life Extension Institute 
of New York for free periodic medical examination 


for policyholders, 
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When I Get the Blues I Do These Things 


By Frank H. WILtIAMs 


Every once in a while I get rather sour on 
the world, down in the mouth and out of sorts 
generally. I feel as though the game I’m in 
is tiresome and as though I’d like to take a 
fyer in oil stocks or gold mining or some- 
thing else. And, formerly, when such fits of 
depression came over me it was the hardest sort 
of an effort to make myself get to work and 
try to sell insurance. Also, as would be ex- 
pected, business suffered greatly at such times 
and my monthly commissions often dropped to 
almost nothing. 

Probably some other life insurance salesmen 
also get such periods of near-despondency, so 
it will be of interest and of value to such sales- 
men to learn about the methods I have found 
effective in getting back to normal as quickly 
as possible and getting such renewed enthu 
siasm for my work that I am able to step out 
and hang up bigger and better sales records 
than ever before. 

The methods I have found most effective in 
getting quickly out of the dumps and acquiring 
an increased bunch of pep and punch for the 
selling of life insurance are the following: 
THE Possipititres BEForE ME 

In Tuts BUSINESS 

I’ve found that the very greatest incentive 
in the world for making me want to work, and 
for making me work with exceptional success, 
is to simply point out to myself the fact that 
I can make more money selling insurance than 
in anything else I have ever tackled and that 
I haven’t by anv means reached the limit of 
what can be done along this line. 

In visualizing future possibilities I often go 
T figure out what percentage 


VISUALIZING 


over past records. 
of increase in business I have made each year 
during the four vears T have been selling insur- 
ance. Then I figure out how much of an in- 
crease [ should 
years if I keep on at the same rate and how 


show during the next four 


much money I'd make if I did show such an 
increase. 
T could save from my increased earnings, how 
I could 
so to have it safe and yet have it in such shape 
Then 


I figure up how much money I should have 


Then I figure out how much money 


most judiciously invest such money 


that it would return a considerable profit. 


at the end of the next four vears if everything 
turns out the way it should if I keep on work- 
ing the way I should. 

Every time T’ve done any figuring of this 
sort I’ve been surprised by the fact that I can 
really do big things in my line and can get far 
ahead and be well on toward independence in 
a short time if I simply keep plugging away 
hard all the time. 
back to work with renewed zest. 

Not only do I visualize possibilities in this 
way, but after getting renewed enthusiasm for 
work I visualize possibilities for selling life 
insurance in my territory. For instance, I’ll 
make out a block-by-block statement of possibili- 
ties in some certain section. I’ll put down on 
acard the names and addresses of all the busi- 


Which, of course, sends me 


ness homes or residences on a single block. 
Then opposite each name and address I'll in- 
dicate whether the concern or the residence has 
any insurance that I’ve sold. 

This sort of a card then shows me how many 
of the sold insurance 
in and how many policies I should sell on that 
block if I was 100 per cent efficient. And as 
the card always shows that I’m only up to ten 
or twelve per cent efficient at the most, this 
sends me out on a more intensive block-by-block 


stores and homes I’ve 


selling campaign which always results in get- 
ting more business. 


Minetinc With Men Wuo Are MAKING 
More Money Tuan I Am 
I don’t know of any better way of firing my 
ambition than to get into a bunch of live wire, 
successful men who are making more money 
Generally in such a bunch 
age 


each year than J am. 
there are some insurance agents and so, 
always have my ambition aroused to do as 
well as the men I’m mingling with I realize 
that other fellows are doing big things in the 
life insurance game and so get back to work 
with increased pep every time. 

other life 
find this method as 


insurance salesmen 
successful as I 
interest and 
punch, but, anyhow, this is one of the most 
successful methods I use for getting renewed 


enthusiasm, so I’m telling it for what it’s worth. 


Perhaps 
wouldn’t 
renewed 


have in giving them 


GettiInc A NEw SLANT ON THE BUSINESS OR 
A New Metuop oF ATTACKING THI 
PROBLEMS OF MY BUSINESS 
Every time I feel myself slowing up or find 
that sales are slumping I immediately take a 
little time off and sit down quietly where I’m 
not disturbed and try to figure out a new point 
of attack or a method of getting. a new slant 
on the business. In doing this | consult the 
insurance trade papers for suggestions, I think 
of the methods used by other insurance sales- 
men and I think of all the things I’ve learned 

in contact with various kinds of salesmen. 
Generally this period of thought brings re- 
sults. I may only think of a new way of open- 
ing an interview, or a new way of getting the 
attention of prospects by formulating a definite 
for doing something 


for each of them 


specific with insurance, or 


plan 
something of that 
sort. But no matter what the new slant or 
new point of attack may be and no matter 
whether it is just a minor proposition or not, 
it always makes me get back into harness with 
a new interest which carries me along at top 
speed for a long time. 


BRAGGING 
Probably some folks will smile when I say 
that the doing of a little bragging now and 
then is one of the best ways I know of getting 
back enthusiasm for the daily work. 
I suppose it is the nature of every man to 
like to do a little bragging every now and 


It helps a fellow to get rid of the “in- 


25 


then. 





feriority complex” with which so many of us 


are afflicted. And when we get rid of the feel- 
ing of inferiority and feel, instead, that we 
are just as good as the most successful life in- 
surance salesmen who are setting up new rec- 
ords each year, we are sure to step out with 
renewed confidence and authority and put over 
deals which could never possibly have been made 
otherwise. 

When I begin to feel despondent or depressed, 
I quite often drop in on some pal and start 
telling him about how well I am doing in my 
business. I compare what I am doing with 
what some other fellows in the same business 
are doing and, of course, this comparison is 
always to my credit. I brag about the difficult 
sales I’ve put over, about the way in which 
I’ve dug up prospects when it didn’t look as 
though there was a chance in the world to find 
a new place to sell insurance. And so on and 
so forth. 

\fter a session of this sort I generally step 
out feeling pretty good and thinking I’m quite 
And this feeling, of course, makes 
me jump into business with a smile and an 
enthusiasm that make the selling of life in- 
surance a real pleasure again. 

A little course in bragging now and then is 
a mighty fine thing for even the best of life 
insurance salesmen, in my opinion. 


some guy. 


MeetTINnG A Lot oF OTHER MEN IN THE LIFE 
INSURANCE BUSINESS 

I’ve learned that man is an_ extremely 
gregarious animal. By this it is meant that 
there is almost nothing that a man likes to do 
more than to meet with a bunch of congenial 
fellows who have the same interests that he 
has. 

Every time that I sense an approaching blue 
spell I get together a bunch of life insurance 
have a little with them 
around the card table or run down to the beach 
with them or something of that sort. Or I 
look up some sort of a life insurance conven- 
tion and attend it. Or I simply drop in at the 
offices of some of the local life-insurance agents 


agents and session 


and spend some time with them chinning about 
business affairs and about various other things 
of interest. 

Talking over selling problems with brother 
salesmen whenever the opportunity for doing 
lot of 
puts me into a 


so presents itself always gives me a 
new ideas and, best of all, it 
happy frame of mind and banishes the glooms 
fully and completely. 

These are the main methods I use in getting 
out of blue streaks and keeping always up to 
game of selling 


top notch in this strenuous 


more and more life insurance each year. 





Mortality from Tuberculosis Declining 

The Bureau of the Census has compiled 
mortality statistics showing the deaths due to 
tuberculosis in the registration area of the 
United States in 1922. It is shown that the 
deaths numbered 97 per 100,000 of population, 
as against 09.4 in 1921. As between States the 





death rates vary considerably, 12 States having 
shown increases in rates for 1922, while 22 
States show decreases, indicating that the gen- 
eral trend is still downward. 
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JOHN HANCOCK ITEMS 





Year-End Promotions and Extra Ef- 
forts Change Leaders’ List 





ANNIVERSARIES CELEBRATED 





Ss. W. Hart One of Company’s Original 
Superintendents 

Promotions and spurts of speed to make a 
good showing for the year led to several changes 
in the list of leaders for the eleven months 
of 1923. Just to show how close the race is 
being run Assistant Superintendent Johnson of 
Brooklyn forged up alongside of Mr. Volpe 
of Trenton on gross A. F. issues. 

Detached Assistant Superintendent Knebel 
of Bristol, New Britain, is being con- 
gratulated upon holding his own in his enviable 
position of leader in both branches of the busi- 
ness. 

The list of leaders for the first eleven months 
of the year is as follows: Assistant superin- 
tendents leading—on weekly premium increase, 
Mr. Kelly of Philadelphia; on gross ordinary 
issues, Mr. Mitchell of New York; on gross 
A. F. issues, Mr. Volpe of Trenton and Mr. 
Johnson of Brooklyn (tie). Agents leading— 
on weekly premium increase Mr. Millemaggi 
of Providence; on gross ordinary issues, Mr. 
Jehle of Detroit; on gross A. F. issues, Mr. 
McConville of Brooklyn. Detached assistant 
superintendents leading—on weekly premium in- 
crease, gross ordinary and A. F. issues, Mr. 
Knebel of New Britain. 





THE ART OF CANVASSING | 
HOW TO SELL INSURANCE | 
BY THE LATE WILLIAM MILLER 


a 2 eee | 

Formerly superintendent of agencies of a large life insurance company | 
| 

| 


This is one of the most instructive little works for canvas- 
sers in the life insurance field, and it has proved its worth 


by passing through nine large editions. 


eighth edition of this book has been issued by The Spectator 
Company, and its lessons are just as valuable to-day as when | 
first penned. ‘Thousands of agents throughout the country 
have learned their first steps in life insurance canvassing 
through the medium of this book, and what it has done for 


them it will do for others. 


The major portion of this book consists of suggestions as 
to the best methods of success in writing business; what 
occasions should be sought and what avoided for a presen- 
tation of the subject of insurance; what to do and how to 
do it; in short, how to get at a man and secure his application. 
The book is written in a plain, straightforward manner, 
free from technicalities, and is valuable alike to the raw 


recruit and the veteran. 
The Eighth Edition of THE ART OF 


most handsomely printed and bound in red flexible binding, 
the size being convenient for the pocket. 


Prices: 

Single Copies - - - - = 
25 6é = 

50 cn. 2 et & © 

100 ee es se se ee 
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Agents James M. Harrington of Pittsburgh, 
William O’Brien of Philadelphia, William Phil- 
lips of Boston and Ralph L. Bostwick of Rox- 
bury have qualified in the $150,000 class. 

David Nushzno, the new superintendent of 
the Detroit II agency, was enthusiastically re- 
ceived by the agency force and made a very 
fine impression. 

Superintendent S. W. Hart of New Haven 
was presented by his force with a total writing 
of $68,000 ordinary and $46.18 weekly pre- 
mium application as a measure of their esteem 
upon his forty-third anniversary of continuous 
service with the company. 

Mr. Hart was one of the first agents the 
company ever raised to a superintendent and 
he assumed his post in New Haven in 1890. He 
is one of the oldest men in point of service 
associated with the company. 

Superintendent George Twite of Framingham 
was given a surprise party on his seventy-third 
birthday recently. Suitable gifts were pre- 
sented, among them being ordinary applications 
amounting to $38,500. 

Henry A. Gilman, formerly claim adjuster in 
the New York II agency, has been promoted 
to the position of home office inspector in the 
department of investigations to serve in and 
about Greater New York. 

Cornelius F. Lynch, formerly assistant su- 
perintendent of the John Hancock Mutual Life 
Insurance Company at Salem, and later at 
Haverhill, Mass., has been promoted to take the 
company’s superintendency at the newly estab- 
lished agency in Orange, N. J. 





METROPOLITAN NOTES 





Seven New Districts Created 





OTHER FIELD CHANGES 





Leading Districts in Ordinary Net Gain 
and in Industrial Increase Cited 

During the months of November and Decem- 
ber the Metropolitan Life Insurance Company 
created seven new districts throughout the coun- 
try, three in the Great Western territory, two 
in the Middle Atlantic, one in the Empire State 
and one in the New England territory. The 
creation of these new districts resulted in 
changes among the field men, bringing promo- 
tion to some assistant managers and the trans- 
fer of many managers from one district to an- 
other. Five of the new districts were created 
in December, the other two in November. 

In the Empire State territory the district of 
Richmond was created by the division of the 
Staten Island district to take effect December 
31, and to be in charge of Manager Ernest 
Markham, formerly assistant manager in Staten 
Island, who thus receives promotion. 

The Great Western territory had the greatest 
number of new districts created during the 
two months. They were: Grand River, a 
part of Detroit, Mich., effective November 19 
and in charge of John D. Kay, home office 
supervisor and formerly manager of the 
Schenectady, N. Y., district, as manager. In 
the city of Chicago the old district of Roseland 
was divided and the new district of Auburn 
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Park created, December 3. Lawrence J. Larson, 
manager of the Bloomington, IIl., district, was 
transferred as manager of the new district. 
Frank J. Rice, manager, Hancock, Mich., was 
transferred to Bloomington, Ill, and the va- 
cancy filled by the promotion of Herman O. F. 
Barrett, assistant manager at St. Clair, Detroit. 
Minneapolis was divided December 17 and the 
new district of Hennepin, Minn., created, thus 
giving promotion to Maurice H. Lewis, an 
assistant manager in the Minneapolis district. 
Parts of the Somerville and Malden, \ass., 
districts were put together to form the 
trict of Bunker Hill in the New England 
territory and Michael F. Groden, manager of 
the North Shore, Mass., district, was trans- 
This left 
a vacancy, promptly filled by the transfer of 
John A. Hjelmstrom from the Quinsigamond 


dis- 


ferred to be manager December 3. 


district. Joseph V. Gregory, a field supervisor 
in the territory, was promoted to be manager 
of the Quinsigamond district. 

Asbury Park, a detached section of the Red 
Bank, N. J., district, in the Middle Atlantic 
territory, was created a district November 5 
and Orin Owens, assistant manager in Schuyl- 
kill, Pa., was promoted to be manager of the 
new district. One other district in the same 
territory was created December 31 by a division 
of the Union Hill and Hackensack districts, 
the new district to be known as Englewood. 
No manager has as yet been appointed. In the 
same territory by the death of Harry S. Payez, 
manager of the Orange, N. J., district, a 
vacancy was filled November 12 by the trans- 


SPECTATOR 


INDUSTRIAL INSURANCE SECTION 


THE 


fer of Harry J. Hasselbauer from the Bristol, 


Pa., District, thus giving promotion to Loius S. 
Paulmier, assistant manager in Bloomfield, 
Nici. 

Besides the creation of new districts there 
were other changes among the field representa- 
tives. A vacancy had occurred in October 
in the Olean, N. Y., district, to which L. D. 
Benn, manager of Newburgh, was transferred 
and Harry T. Thompson, assistant manager in 
Buffalo, was promoted to be manager of New- 
burgh. The three districts of Geneva, Niagara 
Falls and Binghamton had changes, Manager 
J. H. Dunn going from Binghamton to Geneva, 
to succeed J. M. Welsch, transferred to 
Niagara Falls and W. F. Bentley transferred 
to Binghamton, November 5. 

In the Southern territory G. D. Dunkum, 
manager of the Potomac, D. C., district, re- 
signed and this position was filled by the trans 
fer of D. Ross Metzger from the Pontchar 
train, La., district, December 3; Howard S. 
Cox from Jackson, Miss., to Pontchartrain, and 
Talmadge H. Cutrer promoted from assistant 
manager at Jackson, Miss., to be manager of 
the same district. Again in the same territory 
W. E. Bartol, manager of the Patapsco, Md.. 
district, resigned on account of ill health and 
was succeeded by Benjamin J. Williams, man 
ager of Savannah Ga., January 7. Lawrence L. 
Wright was transferred from Charleston, S. 
C., to Savannah, Ga.; Marvin S. Herndon from 
Crescent City, La., to Charleston, S. C., and 
William F. Barron from Tulane, La., to Cres- 
cent City. Max Bernstein, an assistant manager 





Thursday 


in the Pontchartrain, La., district, was pro- 
moted to be manager at Tulane, La., to suc- 
ceed W. F. Barron. 

In the Canadian territory there have been 
but few changes. Romeo Tremblay, manager 
of the Joliette, Que., district, died and was 
succeeded by Donat Lavoie, December 17, who 
was promoted from assistant manager in the 
\lontreal South district. Harry I. Lowman, 
manager of the Niagara Falls, Can., district, 
was transferred to Edmonton, Alta., Decem- 
her 3, to succeed M. V. McDonald, who re- 
signed, and the vacancy created in the Niagara 
Falls district was filled by the appointment 
of Richard W. Hardwick, formerly manager of 
the London, Ont., district, from which position 
he resigned on account of ill health. J. H, 
Croft, manager of the Brandon, Man., district, 
resigned and his place was filled by the pro- 
motion of J. T. R. Lumby, assistant manager 
in Halimton, Ont. 

The ten leading districts in the country at 
large, including the Pacific Coast, in average 
net gain ordinary business per man per month 
for the year to and- including the week of 
December 3 were: Joliet, Ill., B. D. Morton, 
manager; Oak Park, Ill., Gabriel Dunkleman, 
manager: St. Clair, Mich.. W. C. Martin, man- 
ager; Rockaway, N. Y., N. I. Grossman, man- 


ager; South Shore, Ill., J. P. Cleary, manager;. 


3ridgeport, Conn., C. H. Nutting, manager; 
New Haven, Conn., G. D. Neagle, manager; 
West End, N. Y., W. A. Sullivan, manager; 
San Pedro, Calif.: G. R. Jacobs, manager; 


Delmar, Mo., Norman Schiffrin, manager. 
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GUSTAV KEHR ELECTED 
PRESIDENT 


Heads National Liberty After Reor- 
ganization of Directors 








c. H. COATES MADE VICE-PRESIDENT 





No Changes Effected Among Junior Officers 
—Controlling Interests Will Avoid 
Any Alteration in Policy Which 
Might Disturb Activities in 
the Field 

The annual meeting of the stockholders of 
the National Liberty Insurance Company of 
America, New York, which was held last week, 
resulted in the reorganization of the board of 
directors and a shift in the controlling inter- 
ests. The move was not entirely a surprise, as 
there had been indications that some change 
would take place soon, for the group headed by 
Gustav Kehr had gradually been strengthening 
its holdings for some time. Of the fifteen old 
directors, twelve were superseded by new men 
and when the election of officers was over it 
was found that Gustav Kehr had heen made 
president; Charles H. Coates, vice-president, 
and L. Pfingstag, vice-president and secretary. 
No alterations were effected in the posts held 
by junior officers. 

Gustav Kehr, the new president of the Na- 
tional Liberty, is exceptionally well qualified 
to assume his duties, for he has been identified 
with the company practically all his life. His 
father before him was also a National Liberty 
man, having been Brooklyn agent for the or- 
ganization, and Mr. Kehr entered the employ 
of the company as a clerk early in 1870. From 
that time until he retired from the vice-presi- 
dency in 1921, Gustav Kehr successively held 
many important positions with the Nationai 
Liberty and was prominently identified with its 
successes. When the Averbeck administration 
began about two and a half years ago, Mr. 
Kehr relinquished his post as vice-president. 
Charles H. Coates then became president and 
remained at the head of the company until the 
meeting last week, when Mr. Kehr was elected 
president, and Mr. Coates, having been in har- 
mony with the Kehr interests, was retained as 
vice-president. G. H. Kehr, former vice-presi- 
dent of the company, while not holding an off- 
cial position, is a member of the new board of 
directors and will be a factor in the new 
regime. 

During the past two and a half years, M. J. 


Averbeck, as chairman of the board, had dom- 
inated the National Liberty, but as he was not 
an insurance man some of the proposals made 
by him did not meet with the favor of fire un- 
derwriters and an element of uncertainty was 
injected into the field forces. It will be the 
first endeavor of the Kehr administration to 
allay this and to restore complete accord among 
the various branches. Gustav Kehr, himself a 
successful executive and a veteran of the com- 
pany, is fortunate in having the assistance of 
Mr. Coates, Mr. Pfingstag and G. H. Kehr for 
all of these gentlemen have worked long and 
hard for the betterment of the National Liberty 
and the furtherance of its aims. 

The changes which have gone into effect 
were the result of extended negotiations be- 
tween the Averbeck and Kehr interests and were 
put through without opposition after an agree- 
ment had been reached. 

Lamar Hardy, on behalf of M. J. Averbeck 
and his associates, made the following statement: 


On behalf of the stockholders, including the 
directors and officials of the company, we desire 
to say that new interests have acquired the 
stock control of this company, and it was felt 
for the best interests of the company as well 
as of the stockholders, that the new interests 
should operate the company and take over its 
management, and for that reason the directors 
have tendered their resignations. The com- 
pany is in excellent condition. The showing 
for the present year will please all of the 
stockholders, and I hope that the new manage- 
ment will go forward and make even a better 
record in the years to come. The stockholders. 
official staff and the agency force have been 
loyal to the present management, and I he- 
speak the same degree of loyalty and support 
upon their part to the incoming management. 


Ralph Jonas, attorney for Gustav Kehr and 
those identified with him, gave out the follow- 
ing statement: 


On behalf of the stockholders and the incom- 
ing directors, I wish to heartily thank Mr. 
\verbeck, Mr. Coates, Mr. Armstrong, Mr. 
\very and the other officers and. the retiring 
directors for their courtesy and co-operation in 
bringing about a condition of harmony within 
the company. The incoming management plans 
to go forward with the National Liberty Insur- 
ance Company of America in a broad and con- 
structive way. No drastic changes in per- 
sonnel or policy are contemplated and the repre 
sentatives and employees of the company may 
count upon every co-operation for mutual happi- 
ness and profit. 


The directors who retired by reason of the 
expiration of their terms were: O. W. Uhl, 
\lbert B. Ashforth, M. J. Averbeck, Frank H. 
Jones and Charles H. Coates. The ten who 


resigned are: Frank Presbrey, Chester A. 
Braman, [. W. Cokefair, R. Pagenstecker, 
George C. Haigh, Benjamin B. Avery, H. G. 
Eilshemius, Edmond E. Robert, F. J. H. Lud- 
wig and Grant Squires. 

The stockholders re-elected Messrs. Coates, 
Ludwig and Squires, and elected the following 
twelve new directors: Gustav Kehr, president 
of the company; Alfred M. Barrett, former 
Public Service Commissioner of New York 
State; Jeremiah Wood, former Lieutenant-Gov- 
ernor of New York and former Judge of the 
New York Court of Claims; Edwin G. Forster, 
vice-president of the Montauk Rank of Brook- 
lyn; G. H. Kehr, former vice-president of the 
company; Daniei J. Leary, president of the 
Morse Dry Dock Company; Arthur S. Somers, 
treasurer of Fred S. Lavanburg & Co., paint 
manufacturers, president of the Brooklyn Cham- 
her of Commerce and president of the Somers 
Savings Bank of Brooklyn; Richard P. Ald- 
croft, lawyer, and George I. Skinner, formerly 
Superintendent of Banks of New York State. 


NEW YORK COMPANIES MERGE 
United States Lloyds and Merchants and 
Shippers Combine 
United States Lloyds, Inc., and the Mer- 
chants and Shippers Insurance Company, both 
of New York, have completed the merger of 
their identities and will hereafter be known as 
the United States Merchants and Shippers In- 
surance Company. The home office of the new 
organization is located at 1 South William 
street, New York city, and it commenced writ- 
ing risks on January 1, having a capital of 
$1,000,000, and a surplus of over $1,000,000. 
The management of the United States Mer- 
chants and Shippers Insurance Company is un- 
der the jurisdiction of Crum & Forster as gen- 
eral agents for the fire division and Appleton 
& Cox, Inc., for the automobile and marine 
department. Officers of the company are the 
same as those of the United States Lloyds, 

with the exception of one vice-president. 


Roosevelt Mutual Organizing 

The Roosevelt Mutual Insurance Company 
is being organized at New York to write em- 
ployers’ liability and workmen’s compensation 
insurance on the mutual plan. The incorpor- . 
ators include: J. G. Purdy of Ossining, F. R. 
DeNyse of Brooklyn and others who are in- 
terested, also in the formation of two other 
new mutual companies, the Roosevelt Mutual 
Fire and the casualty comany. 
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SCIENCE AND INSURANCE 


Expert Investigation Reveals Possibilities 
of Chemistry in Determining Fire 
Causation 

The growth of scientific research and the 
uses to which it can be put were clearly demon- 
strated in a legal test made recently in West 
Virginia with a view to determining who was 
responsible for a fire which broke out in a 
building occupied by the Klots Throwing Com- 
pany and the Keyser Canning Company. A law 
suit for about $45,000 was brought by the lat- 
ter against the former and the claim was made 
that negligence on the part of the Klots Throw- 
ing Company, throwers of silk, resulted in a 
fire loss total of $100,000, of which the Keyser 
Canning Company suffered the amount sued 
for. It was alleged that failure to properly 
guard steam pipes, which were under a drier 
constructed of yellow pine, caused spontaneous 
combustion and the outbreak of flame. D. D. 
Jackson, professor of chemical engineering at 
Columbia University and an expert of long 
experience in the investigation of fires on be- 
half of insurance companies and others, was re- 
tained by the defendant together with Professor 
Reid of Johns Hopkins. 

For the past twenty years or more, Pro- 
fessor Jackson has been engaged in chemical 
research and experimentation and has taken 
part in several important insurance cases, in- 
volving the properties of chemicals and their 
ability to cause fire either directly or through 
spontaneous combustion. Professor Jackson 
took samples of silk and yellow pine which were 
identical with those in use by the Klots Throw- 
ing Company’s drier at the time ot the fire in 
question, and subjected them to temperatures 
under various conditions. The temperatures 
thus brought to act on the silk and wood showed 
that a steam pipe, such as installed in the plant, 
even if not covered in any way, could not pro- 
duce sufficient heat to cause spontaneous com- 
bustion in silk of the type examined or in yel- 
low pine. The tests were repeated in the court- 
room at the trial and as a result the verdict 
was in favor of the defendant. While this case 
is perhaps an isolated instance in the silk throw- 
ing industry, it indicates the uses to which 
scientific investigation can be put in determin- 
ing the origin of fire and liability involved. 
Insurance companies, when confronted with a 
claim under a fire insurance policy or an ex- 
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plosion rider, often discover suspicious circum- 
stances in connection therewith and the reten- 
tion of scientists instead of the ordinary ad- 
justers would perhaps be the means of fixing 
guilt in many instances. 


R. L. TANNER AND J. C. STODDART 
PROMOTED 


Become Assistant General Agents of New 
York Underwriters 

The New York Underwriters Agency has 
announced the promotion of R. L. Tanner and 
J. C. Stoddart to the positions of assistant gen- 
eral agents of the organization as a result of 
the necessity for increasing the official staff 
because of business expansion. The appoint- 
ments become effective at once and H. C. Klein 
has been named to take the place vacated by 
the rise of Mr. Stoddart. 

Mr. Tanner was formerly superintendent of 
the special risk department at Chicago and, 
after a number of years’ experience in the re- 
cording and farm business in the West, was 
called to the post of executive assistant at the 
agency's home office in New York. He is well 
qualified to take up his new duties and has 
many friends among agents and brokers in the 
New York metropolitan section. 

Mr. Stoddart, after graduating from Yale 
University, began his insurance career in the 
offices of the United States branch of the North 
British and Mercantile; where he remained for 
some time, finally becoming an examiner for 
the company’s Western department. Following 
this, he joined the New York Underwriters 
Agency and gained a useful insight into the 
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problems of field men in various parts of the 
country, as well as an accurate knowledge of 
the principles of risk selection. He was made 
superintendent of the special risk department at 
the home offices as a reward for his success and 
now leaves that post to become assistant gen- 
eral agent. 





Not in Favor of Uniform Rates 

Austin, Tex., Dec. 31.—Texas is not ready 
for the adoption of a uniform system of fire 
insurance rate-making, declared Judge John 
M. Scott, State Fire Insurance Commissioner, 
who has just returned from New York, where 
he has been in attendance at the annual meet- 
ing of the national convention of insurance 
commissioners. At this meeting Commis- 
sioner Scott said, a resolution was adopted 
recommending the enactment of a law pro- 
viding for a uniform system of making fire 
insurance rates. 

While Commissioner Scott said that such 
a system cf making rates would be fundament- 
ally correct it would not be adaptable to Texas, 
at least for the present. He pointed out that 
Texas has now an efficient system of making 
fire insurance rates, which, even were it de- 
sirable, could not be changed without amend- 
ing the insurance laws by the Texas iegisla- 
ture. To adopt a new system of making fire 
insurance rates would completely upset the 
system now in operation in the State, and be- 
sides, Commissioner Scott declared, general 
conditions in Texas are vastly different than 
in most other States because of the size of the 
State. 
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Head Office: 709 Sixth Avenue, New York 


Organized 1859 


Losses paid since organization over 54 millions. 


C. H. COATES, President € JNSURANCE ISSUED 


! NATIONAL LIBERTY 


INSURANCE COMPANY OF AMERICA 


Western Dept., 207 North Michigan Blvd., Chicago 
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DISTINCTIVE AGENCY SERVICE IS MAKING THE NATIONAL 
LIBERTY AGENT THE MOST WIDELY ADVERTISED INSURANCE 
MAN IN HIS HOME TOWN. _ THINK IT OVER! 
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HOME OFFICE—SPOKANE, WASHINGTON 


WESTERN UNION LIFE 


Licensed in Connecticut, Califor- 


nia, 


Iowa, Idaho, Kansas, Minnesota, 
Missouri, 
Jersey, North Dakota, Ohio, Ore- 
gon, Pennsylvania, South Dakota, 
Utah, Washington and Wyoming. 


Colorado, Indiana, [Illinois, 


Montana, Nevada, New 


TRUE UNCAPHER 
Vice-Pres. and Gen. Mgr. 











ANSWERS HOME LETTER 


C. H. Yunker Replies to C. A. Ludlum 





CONTRADICTS STATEMENTS 


Bureau Head Sets Out Policies of Organiz 
tions and Cites History of Break ta 
Heated Reply 
Cuicaco, Itt., December 31.—President C. H. 
Yunker, of The Western Insurance Bureau, 
has made a reply to the recent letter of Vice- 
President C. A. Ludlum of the Home Insurance 

Company. He says in part: 


To the local agents of the Central West: 

My attention has been directed to a circular signed 
by a vice-president of the Home Insurance Company 
of New York and setting out 
the attitude of that company in the campaign now 


its allied companies, 


ander way to enforce compulsory: separations in 
agencies, and this letter contains so many errors 
“or worse’ (unintentional, perhaps) that I do not 


think it 
answered, 


permit it to 
I will therefore reply to these 
statements seriatim, 

We will agree that the “action is regrettable,’ and 
your attention is directed to the fact that the 
tive in creating this deplorable condition is not with 
the Western Insurance Bureau, and there has not yet 
been assigned an adequate, sufficient, or 
for the termination of the conference agreement under 
both 
those of the 


would be proper to pass un- 


erroneous 


initia- 


logical reason 


organiza- 
local 


which the interests of the members of 
tions well as 
agent, 

It is 
of the Union in its 
the fact that the 
to the 


protected, as 
vitally 
even 


were 
concerned, 
stated that the 


“separation program” is due to 


who was most 


suggested and activity 
> 2s - - - 4 4 bs - 
sureau restored their mixed agencies 
status of 
any fair-minded company or 


previous Bureau commissions. To 
it must be apparent 
the Bureau 
companies could not be placed in an attitude of dis- 
among their 
sions paid them, and 
the mixed agents to 
they might avoid that charge, 
Bureau would be 


agent, 


that, when relieved of any obligations, 


criminating own agents in the commis- 
purpose in restoring 
that 
and that all agents of 


placed on a 


their only 
their previous status was 
members “uniform 
commission,” 
that the agent must make 
Why this continued effort to throw the 
tesponsibility on the agent as the solution of a condi- 
tion that was not of The decision of 
every local agent is his desire to conduct his business 
he has in the past, without interference, and to 
say that he is forcing a situation onto 
the agent which 


Again it is suggested 


some choice. 


his creating? 


as 


decide 
does not belong there. If any de- 


must 


cision is to be made it sh 
pany. If any 


sentation it, of 


company is 
course, hz 


ing; it is not for the age 


respecting agent will permit 


such a situation, 
Regarding the plan 
the National 


conference in 


prof 


desirous of promoting the 
the local 


committee 


and of agents. 


agents’ was 
gentlemen representing the 
believing that the 
ness would be served by so 
plan of the agents without 





Text of Sepa 
TOPEKA, 
is the complete text of 
tendent Baker 


KAN., 


Association of 


Chicago, the 


a compromise plan, 


January 


of Kansas, 


by the com- 
with its repre- 


ould be made 
dissatisfied 
chang- 
no self- 
forced into 


is the privilege of 
nt to decide, and 


himself to be 


committee of 
Agents at the 
were 


osed by the 
Insurance 
Bureau companies 
interests of the 
The plan proposed by the 
and the 
3ureau in that conference, 


business 


best interests of the agents and busi- 


» doing, accepted the peace 


reservation. 


ration Ruling 
2—The following 
the ruling of Superin- 
on separation: 


The order, in full, is as follows: 


In compliance with the 
dated 
hearing was held on Dece 
at 1:30 P. M., in the Sup 
Kan., for the 


interests of the 


November 1, 


purpose of 
them, were or 
any of the 
violated by the increased co 


agencies by the so-called 


the effort on the part of the so-called 


panies to compel such 


1923, and 


citizens of this 
would be affected adversely 
statutes of this 


“Bureau” 


“mixed” 


orders of this department, 


1922, a 
beginning 
Court Topeka, 
determining whether the 
State, or any of 
or whether 
would be 


November 19, 
mber 19, 1923, 


reme room, 


State 


mmissions offered 


were or 

“mixed” 

companies or by 
” 


“Union”? com- 


agencies to represent 


only “Bureau” or “Union” companies. 

The following appearances were entered: For the 
Western Union, John C. Harding, George H. Bell, 
A. G. Dugan, C. R. Tuttle: for the Western Insur- 


ance Bureau, Charles H. 
W. D. Williams, F. M. G 
Fred I. Silber; for the 
ance Agents, Glenn 
Carl Trapp, W. W. 
Hamilton. 
All parties 
evidence, 


Webb, 


were given 
present 
such statements as they dee 


made to circumscribe the 


fact deemed material by the 


After 
presented by the representati 
the Western 
sociation of 
the following order: 

1. The scale of 
paid by companies having m 


Insurance 


Insurance Agen 


agents’ 


Union in clear Union agencies in the 


3) 


Kansas 
Charlton, C. G. 


the fullest 
written a 
hearing or to 
considering fully all 


Bureau and the 


Younkers, Waite 
und, Charles FE. 
Association 


Blevin, 
Sheldon, 
of Insur- 
Blakely, Jr., 
HW. R. Johnson, J. D. M. 


opportunity to 
nd verbal, and to make 
m proper. No effort was 
reject any 
one presenting it. 

facts and statements as 
ves of the Western Union, 
Kansas As- 
ts, this department issues 
being 
embership in the Western 
State of Kansas 


commissions now 


shall be paid by all companies represented in all 
mixed agencies existing in this State prior to Septem- 
1923. The payment of any bonus, gratuity, 
or salary, or any other form of compensa- 
tion for services ordinarily rendered by a local agent 
in addition to such commissions, either di- 
rectly or indirectly, or the or offer to pay, 
will be considered a violation of this order. 

2. No company or companies shall withdraw from 
any agency in this State unless for some cause other 


than the representation in such agency of any other 


ber 20, 
allowance, 


scaie of 
promise 


company. 

3. In the event that any or companies 
having membership in the Western Insurance Bureau 
shall appoint an agent who represented only Western 


company 


Union Companies prior to September 20, 1923, then 
such “Bureau company or companies shall pay to 
such agent only the scale of commissions paid by 


the Western Union companies in such agency. 

4, In the event that any company or companies hav- 
ing membership in the Western Union shall appoint an 
agent who represented only Western Insurance Bureau 
companies prior 1923, then such 
agent shall be entitled to receive from the “Bureau” 
represents the scale of 
- companies in clear 


to September 20, 
companies which he same 
commissions paid by the 
agencies in this State. 

mixed agency existing 


Jureau”’ 
Bureau 
5, In the event that any 
to September 20, 1923, shall thereafter become either 
a clear Union agency or a clear Bureau agency then 
the provisions of the paragraphs numbered three and 
four above shall apply to such agency. 
6. On the first day of March of each 
a condition precedent to the renewal to its 
license, insurance company shall 
to this department an affidavit signed by the managing 
official of such company, affidavit shall set forth 
a schedule of commissions paid to agents in the State 
the event that such schedule of 
such affi- 


prior 


year, and as 
annual 
every fire submit 


which 


of Kansas, and in 
commissions varies in different agencies 
davit shall also show such variations and the agencies 
thereby. 

r shall apply to all fire and theft auto- 


but not to any non-recording farm 


affected 

7. This orde 
mobile business, 
business, 

The department feels constrained to make the ob- 
servation that the amount of time, energy and money 
that has been expended by the companies of both 
organizations, as a result of the abrogation of the 
conference agreement if utilized in the development 
of the business generally, in perfecting the 
in fire prevention work or in 
insurance, would be 
the companies 


service 
rendered policyholders, 
any effort to reduce the cost of 
of far more value to all, including 
themselves, 

The very nature of your business is founded on a 
discouraging to 
disagreement be 


trust relationship, and it is indeed 
witness the spectacle of a 


the trustees, 


violent 


tween 
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| NORTHERN INSURANCE Co. 
OF NEW YORK 
WILLARD S. BROWN & CO., General Managers 
1 Liberty Street, New York 


JOSEPH W. BECK, Special Agent GUSTAVUS B. HOLT, Special Agt. 
56 Richton 4 ve.. Detroit, Mich. 72 Kilby Street, Boston, Mass. 


W. &. RAY, Special Ageut 


FRANK G. DELA HUNT, 
Terre Haute, In 


_ Special Agent 
726 Racine Street, Milwaukee, Wis. 


C. C. CRANDALL, Special Agent 
Cambridge Springs, Penn. 


RICHARD W. WETZEL | 


ERIK LINDSKOG Special Agent 
7 W. Lake St., Minneapolis, Minn. 


1526 Bryden Road, Columbus, Ohio 











CRUM & FORSTER 


GENERAL AGENTS 
110 WILLIAM STREET NEW YORK CITY 


United States Fire Ins. Co., N. Y. 
Richmond Ins. Co., N. Y. 
Potomac Ins. Co., Washington, D. C. 
The North River Ins. Co., N. Y. 
Union Fire Ins. Co., Buffalo, N. Y. 
United States Underwriters’ Policy, N. Y 
Guaranty Fire Assurance Corp., N. Y- 
F. M. GUND, Mgr. Western Dept. HAROLD JUNKER, Mgr. Pacific Coast Dept. 
Freeport, Illinois San Francisco, California 














UNION HISPANO AMERICANA 


FIRE AND MARINE 
INSURANCE COMPANY 
31 SOUTH QGIILLIAM STREET 
New York 
MARINE INSURANCE AND REINSURANCE 
FIRE REINSURANCE 


TELEPHONE BROAD 4478 











(reneral ccident 


FIRE AND LIFE 


x ASSURANCE CORPORATION, Le. 


ff FREDERICK RICHA2DSON, United States Manages 


GENERAL BUILDING - 47" & WALNUT STs 
PHILADELOHIA 












ACTUAL MARKET VALUES USED FOR ALLSECURITIES 
Organized 1855 January 1, 1923 


FIREMEN'S INSURANCE COMPANY 


OF NEWARK 
Cash Capital, . . . . $2,250,000.00 





EVERY INSURANCE MAN 


Who travels as Solicitor, Auditor, 
Inspector or Adjuster is 


ELIGIBLE 
TO THE 


lowa State Traveling Men’s Association 


“Oldest and Best’’ 








Accident Insurance at Cost 
Never Exceeded $9.00 per year 
Weekly Indemnity $25.00 
Death Benefit $5,000—$10,000 


Insurance to May 1, 1924, for $2.00 - 


Write tor Application Blank 
H. E. REX, Sec’y-Treas. DES MOINES, IOWA 














Net Surplus, . . - 4,436,386.20 
Surplus to Policyholders, 6,686,386.20 
Total Assets, . . . . 15,690,687.21 
EASTERN DEPARTMENT WESTERN DEPARTMENT 
NEAL BASSETT, President NEAL BASSETT, Pres. & Mgr. 
JOHN KAY, Vice- Pres. & Treas. WELLS T. BASSETT, Sec’y & 
A. Hi. HASSINGER, Secretary Asst. Manager 
NEWARK, N. J. CHICAGO, ILL 











Great American 
Susurance Company 


New Vork 


Choose Chuees 
Your INCORPORATED - 1872 _— 
Cempany Company 


er ae 1.1923 


$12,500,000.00 


RESERVE FOR ALL OTHER LIABILITIES 


is S ET SURPLUS 7.87 
13.01 7.077.358 
45,333,.495.22 


LOSSES PAID POLICYHOLDERS 


$143,654,333.86 


AFTER LIBERALLY PROVIDING FOR ALL RESERVES THE 
SURPLUS FOR THE PROTECTION OF POLICYHOLDERS IS 


$25,517,077.35 


Home Office, One Liberty Street 
New York City 


Western Department Pacific Department 
WALTER H. SAGE, Gen’1 Mgr. GEORGE H. TYSON, Gen’! Agent 
W. L. LERCH, Manager 210 Sansome Street 
76 West Monroe St., Chicago, IIl. San Francisco, California 
Boston Office Marine Department 
ROGERS & HOWES, Managers WM.H.McGEE & CO.,Cen’lAgts. 
4 Liberty Square, Boston, Mass. 15 William Street, New York City 
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L. B. CHANDLER APPOINTED 


L. & L. & G. Promotes Deputy at San 
Francisco to Assistant Manager 
at Chicago 

Cuicaco, Itt., December 31.—The Liverpool 
and London and Globe announces the appoint- 
ment of L. B. Chandler as assistant manager 
at the Chicago branch. Mr. Chandler has had 
a long experience in the business. While a 
native of New York, Mr. Chandler removed to 
California in the early nineties, his father, 
General John G. Chandler, being commander 
of the department of the Pacific as Deputy 
Quartermaster General in the United States 
Army. 

Mr. Chandler attended school in California, 
graduating from the University of California, 
and subsequently engaging in local agency work 
in Los Angeles. In 1907 he became associated 
with the board of fire underwriters of the 
Pacific Coast as surveyor and engineer, anu 
was assistant secretary of the Los Angeles 
branch when he first entered the service of the 
Liverpool in 1913 as special agent for southern 
California and Arizona. After remaining in 
the field for some five years he was appointed 
deputy assistant manager of the Pacific de- 
partment of the company at San Francisco, 
which position he is leaving to go with the 
Chicago branch. He will be associated in the 
Chicago branch with the present assistant man- 
agers, M. H. Grannatt and A. C. Mollington. 
He assumes his new duties January 1. 


MISSOURI LITIGATION 
Enforcement of Contempt Action Against 
B. C. Hyde Delayed 
St. Louts, Mo., December 31.—Chief Justice 
Woodson of the Supreme Court, Monday, 
notified Judge Westhues of the Cole County 
Circuit, in Jefferson City, not to proceed further 
with enforcement of his order holding State 
Superintendent B. C. Hyde in contempt until 
the Supreme Court had passed upon the ap- 
plication for writ of prohibition applied for 
several days previous by Mr. Hyde's attorneys. 
Notification means that Supreme Court will 
consider the application for the writ of pro- 
hibition filed last week by counsel for Mr. 

Hyde. 

The reply brief filed later in opposition to 
issuance of writ of prohibition by representa- 
tives of the ten stock fire insurance companies, 
against whom the rate reduction order was 
directed, urges that if courts are to be re- 
spected their orders must be obeyed. 

They assert Mr. Hyde and his counsel have 
violated orders of Judge Westhues’ Court and 
that contempt judgment should stand as it was 
clearly within authority and jurisdiction of 
Tudge Westhues to make such orders. 
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NEW YORK SURVEYS 

A Sprinkler Leakage Loss.—An employee, 
upon entering the first floor of a certain sec- 
tion found the room filled with steam vapor. 
He immediately notified an employee in the ad- 
joining building who shut off the controlling 
valve. 
ventilate the room and when the vapor had 
cleared somewhat he saw that two sprinklers 
He promptly informed the 


He then began opening windows to 


were in operation. 
mechanical department, who sent a man to shut 
off the water. The fused heads were located at 
the extreme north end of the room, and their 
action could not be detected until the dense 
steam vapor had cleared away. 

On investigating the cause of the escaping 
steam, it was found that a cap on the end of a 
6-inch line carrying a steam pressure of thirty 


pounds had let go, allowing the steam to, 


escape, and causing the sprinklers to open. 


This occurrence proves the efficiency of good ! 
p ; § 


skidding for raw and finished stock of a perish- 
able nature. In this instance, a large amount 
of stock was stored in this room on skids. If 
this had not been the case, a much larger 
amount of stock would have been damaged, 
as the water stood about two inches deep on 
the floor. The loss covering the damaged stock 
is estimated to be from $1500 to $1700. 

The Insurance Society of New York.—The 
executive committee at meeting last week 
adopted a provision looking to a change in the 
by-laws at the earliest possible moment which 
will permit of life membership. The question 
has been discussed several times within the 
past ten vears, but now it is being taken up 
earnestly and during the month of January the 
members will be called upon to vote on the 
adoption of the new provision. There is no 
doubt but what there are quite a number of 
persons who believe sufficiently in the work 
of this society to invest $100 in a life mem- 
bership. It is planned to use this fund for 
creating a capital account and only to use the 
income therefrom for the purposes of the so- 
ciety. 

Due to the fact that it was necessary to 
carry over one lecture in the marine course, 
advantage is being taken of the fact that no 
lectures were scheduled for last week to put 
that missing lecture in on Thursday, the 27th 
instant at I p. m. The lecture is on the sub- 
iect of “Present-Day Insurance in London, 
Llovds-Companies,” and will be delivered by 
\. L. Goldby. 

Building Construction and Insurance.—It 
is estimated that in 1923 four and one-half 


billion dollars were expended for new building 
construction. Precisely what this means in the 
insurance world it is not difficult to estimate. 
Not only does it mean a volume of new insur- 
ance, but many other things that go with that 
volume. It should be remembered also that 
this immense volume of new building construc- 
tion not only produced an enormous total of 
fire insurance, but in other branches as well was 
a large premium producer. 

Incidentally the sum of four and one-half 
billion dollars as a matter of comparison is not 
so very much less than the volume of fire in- 
surance in force in the city of New York. This 
will give some idea as to what the new building 
construction amounted to. 

Watchmen Delinquencies.—The quarterly 
report of the company that supervises watch- 
man service for the quarter ending September 
30, 1923, showed something over 10,000 sub- 
scribers and twice that number of watchmen. 
The number of delinquencies recorded were 
about 95,000. The specific excuses for the 
larger groups in these 95,000 were as follows: 

15,000 Overlooked the time. 

14,000 Denied failure. 

14,000. Were too busy. 

14,900 No excuses. 

The interest, in fact, about these figures i 
that they run about the same for different 


quarters. 


CHICAGO AND THE WEST 

Will Study Lloyds.—A. H. Grupe, vice- 
president of H. G. Alexander & Co., Chicago, 
is at the present time in Europe, accompanied 
by his wife. Mr. Grupe intends to make a 
close study of the operations of London Lloyds, 
with which the firm of Alexander & Co. do 
considerable business. 

Returns to Office—The many friends of 
John M. Thomas, Western manager of the 
7Etna, were pleased to see him back at the 
office again after his recent -relapse in health. 
It is understood that Mr. Thomas has been ill 
for some time, but his physicians now have 
every hope of his complete recovery in the 
near future. 

Marquette National Appointment. — The 
Marquette National Fire of Chicago has ap- 
pointed H. A. Lingenfelser special agent for 
Wisconsin and Minnesota, with headquarters at 
Milwaukee. Formerly special agent for the 
Starkweather & Shepley group of companies, 
Mr. Lingenfelser has had excellent experience, 


which will undoubtedly prove beneficial to him 


in this new capacity. 





Has paid losses for 
over 50 years 


J. HARRIS LENKER, Presiden 





City Insurance Company of Pennsylvania 


SUNBURY, PENNA. 


A strong, conservative Company, noted for 
fair and prompt adjustment of losses 


Organized 1870 
Cash Capital $600,000 


A. F. O’DANIEL, Secretary and Underwriting Manager. 
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The Liberty Fire 


Insurance Co. 
OF ST. LOUIS, MO. 








Over a million in assets and 
enjoying PROSPERITY, 
CONFIDENCE, PRESTIGE 
and SUCCESS. All due to 
unselfish management; to fair- 
ness and liberality in writ- 
ing Fire, Tornado and Auto- 
mobile Insurance. 








THE LIBERTY FIRE 
INSURANCE CO. 


J. C. BARDWELL, President 











*‘Superior Service Satisfies’’ 


SUPERIOR 
FIRE INSURANCE 
CO. 


PITTSBURGH 
Incorporated 1871 


A. H. TRIMBLE, President 


EDWARD HEER, 
Vice-President and Secretary 


J.D. C. MILLER, Secretary 


Why not make room in your 
agency for a conservatively- 
managed, medium-sized 
American Company whose in- 
demnity, treatment of agents 
and assured, will bear in- 
spection for half a century? 


Capital ......... $ 800,000 

Surplus to Policy 
Boiders....... 1,514,962 

niciwinnwied 3,806,949 











ISSUES RULING 





Kansas Superintendent on Union 
Bureau Break 





SEPARATION PROHIBITED 





Orders Union Scale in Mixed Agencies, But 
Allows Bureau Scale in Cases Where 
Union Companies Break Into 
Clear Bureau Agency 

TorpeKA, KaANn., December 29.—William R. 
Baker, Kansas Superintendent of Insurance, is- 
sued the order last week prohibiting the enforce- 
ment of the so-called separation rule in this 
State. The order followed just one week after 
the hearing before the Superintendent at which 
representatives of the Western Union, the 
Western Bureau, the non-affiliated companies 
and the agents of the State presented their views 
in the controversy. 

The agents and the non-affiliated companies 
urged the Superintendent to adopt a standard 
scale of commissions which should apply to all 
mixed agencies in the State. Mr. Baker de- 
clined to do this. He ruled that the Union scale 
of commissions should apply in all mixed agen- 
cies in Kansas and prohibited the payment of 
any bonus, salary, gratuity, allowance or other 
payment by any company which would tend to 
increase in any way the Union scale. 

The order prohibits flatly the withdrawal of 
any companies from any agency in the State 
because of the fact that the agent may repre- 
sent some other company. It also provides that 
where Bureau companies go into a Union 
agency that the Union scale shall apply and 
that where Union companies “break” into a 
Bureau agency the Bureau companies may con- 
tinue to pay the Bureau scale of commissions. 

The order further requires that at the begin- 
ning of the agency license year each company 
is required to file a sworn statement showing 
the commissions paid in every agency in the 
State, including whatever variations there may 
be in commissions. 

The order is made applicable to all fire and 
theft automobile business as well as general 
fire business, but does not apply to the non- 
recording farm agencies. 


Organize Mutual in Arkansas 

SMACKOVER, ArRK., December 31.—A_ charter 
has been issued by the State Insurance Com- 
missioner to the South Arkansas Mutual Fire 
Insurance Association to transact a general fire 
insurance business in the State on the mutual 
co-operative plan. The home office of the com- 
pany will be located in Smackover. A $20,000 
bond has been subscribed and the association 
is now on a definite working basis. Agents are 
being appointed and a campaign for member- 
ship in the association is now being made. 

J. W. Watson, vice-president of the associa- 
tion, has charge of the agency division. The 
association is rapidly creating a reserve fund 
which will remain in the bank to guarantee 
payment of losses. The directors of the asso- 
ciation are: T. C. Speer, C. B. Gibbs, R. H. 
Robertson, J. W. Watson and B. W. Barnes. 
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THE 


FIRE INSURANCE 
POCKET INDEX 


for distribution to policy 
holders and prospects 


A WONDERFUL WORK OF 
REFERENCE—THE BEST 
AND EARLIEST CHART 


Every Fire Insurance Agent 
Needs it in his business 


The Fire Insurance 
Pocket Index 


contains a vast amount of 
condensed information, includ- 
ing Statistical Tables and Lists 
of 


ALL STOCK FIRE INSURANCE COM- 
PANIES 


operating in the United States 


200 IMPORTANT MUTUAL COM- 
PANIES 


ALL LLOYDS AND RECIPROCALS 
ALL UNDERWRITERS’ AGENCIES 


CLASSIFICATION OF PREMIUMS 
AND LOSSES 


UNDERWRITING PROFITS AND 


LOSSES 
Also other Useful Information 


It is the Earliest Chart Published 
It is Issued Yearly in March 
It Contains 108 Pages 
and is 


A POCKET ENCYCLOPEDIA OF 
FACTS AND FIGURES 


It posts the agent and enables him 
to intelligently advise his clients. 


PRICES 
Per copy, Manila Tag, 75 cents 
100 copies, with imprint $30. 


Special rates for large quantities 


THE SPECTATOR COMPANY 
Publishers 


CHICAGO NEW YORK 
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AUTOMOBILE 

An untrue warranty in an automobile in- 
surance policy that the truck covered was 
fully paid for and not mortgaged or other- 
wise incumbered, does not preclude recovery 
where it was made by the agent issuing the 
policy without the assured’s knowledge. 

The plaintiff applied for the issuance of an 
insurance policy on a certain truck through the 
local agent of the defendant insurance com- 
pany. Thereafter the defendant issued its 
policy in the sum of $2700, insuring the plain- 
tif’s truck against loss by fire. The policy 
contained a warranty that the truck was fully 
paid for by the insured and was not mortgaged 
or incumbered in any manner. 

As a matter of fact, the plaintiff had given 
his note in part payment for the truck in the 
amount of $1593, and this note contained the 
following clause: 

“This note is given for Oshkosh truck No. 
36,604. The title of said car or truck shall 
remain in said Jackson County Auto Company 
until this note has been paid in full, and until 
such time the signer of this note shall hold said 
car or truck as lessee of the said Jackson 
County Auto Company.” 

The evidence established that the insured had 
made no written application for the insurance, 
and at no time represented to the agent that 
there was no incumbrance on the truck. The 
truck was burned during the life of the policy, 
and the company refused to pay the insurance 
monevs hecause of the breach of warranty as 
to incumbrances. 

The insured had not read his policy and did 
not know that it contained the above warranty. 
The insurance company claimed that the in- 
sured was required to know the contents of 
his own policy, and that his retention thereof 
binds him to the terms of the warranty against 
incumbrances. 

Held, however, on the strength of prior de- 
cisions, that as the insured was not questioned, 
and had not intentionally or fraudulently con- 
cealed the conditional nature of his title to the 
truck, that he was entitled to recover. Judg- 
ment for the plaintiff affirmed. Collum vs. 
National Fire Ins. Co. (Supt. Ct. of Wis- 
consin) 195 N. W. Rep. 333. 


FIRE INSURANCE 

Plaintiffs were owners of a two-story brick 
business house located in the city of Prestons- 
burg, Ky. They applied for insurance thereon 
in the amount of $5000 to a loca) broker, who 
did not represent any fire insurance company. 
On the same day, Saturday, on which the ap- 
plication was made to him, the broker wrote 
a letter to one Eastham, who conducted a gen- 
eral fire insurance agency. The letter was re- 
ceived on the next day, Sunday, and opened 
by Eastham. He immediately wrote out a di- 
rection to his stenographer to prepare a policy 
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<InsuTanee Decisions 


eal By Joseph G. Beller of the New Yérk Bar 


in the defendant company insuring the property 
for the term of three years in the sum of 
$5000 in consideration of a premium of $247.50. 
This direction was termed in the record a 
“binder.” About 8 A. M. on the following 
Monday the stenographer prepared a_ policy 
pursuant to the directions or “binder” and 
mailed it to plaintiffs. The plaintiffs received 
the policy and sent a check for the premium, 
which was later returned. At 5 A. M. on the 
same Monday morning the property was de- 
stroyed by fire. The defendant refused to pay 
the loss and plaintiffs thereafter commenced 
this action. 

The court sustained defendant’s demurrer to 
a petition setting forth the above facts and 
plaintiffs appealed. 

Held that without regard to whether a con- 
tract executed on Sunday is void or may be 
ratified on another day, there was never any 
contract entered into between the 
parties. To complete a contract, the proposer 
must state expressly or by necessary implica- 
tion all the terms of the contract in his offer 
and the other party must accept them. It is 
usually necessary that an acceptance shall be 
communicated to the proposer before the con- 
tract is complete. There were three things 
here which were not agreed upon by the parties 
until after the property was destroyed, i. e., 
the company which was to carry the risk, the 


binding 


premium rate and the duration of the risk. 
Plaintiffs might not have agreed to any of these 
things and could not have been compelled to 
take the policy and pay the premium. 

It was also contended that the issuance of 
the policy by the agent's stenographer, who had 
knowledge of the fire on Monday, was an ac- 
ceptance of the risk and obligated defendant to 
However, there is no evi- 
stenographer had 


pay the insurance. 
dence showing that the 
authority to bind the defendant in any such 
transaction. [ven if the stenographer’s au- 
thority was equal to that of the agent, the de- 
fendant is not liable, because the agent had no 
authority to bind his principal by attempting 
to insure property already destroyed. ‘The 
very nature of an insurance contract is to 
indemnify the insurer against risk, and when 
there is no longer any risk, and the fact is 
known to both parties, the very purpose of the 
contract is destroyed, and it might be that 
such a contract would be against public policy. 
But, whether or not, it seems to be a well- 
settled legal principle that an insurance agent, 
though he have authority to sign and deliver 
policies, cannot bind his principal in an at- 
tempt to assume risk which has already be- 
Joyce on Insurance, vol. 
aon 


come non-existent. 
l, art: 106; 

“The reasoning underlying that rule is not only 
sound, but it is in perfect harmony with the uni- 
versally accepted doctrine of the law of agency, 
to the effect that the principal is not bound by 
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the unauthorized and fraudulent acts of his 
agent, which are participated in by the other 
party to the contract. In this case the policy 
itself had to be accepted before becoming ob- 
ligaory, which, under ‘the admitted facts, was 
not done till after the fire.’ Judgment for the 
defendant is affirmed. Hopkins vs. Phoenix 
Fire Ins. Co. (Ct. of App. of Kentucky), 254 
S. W. Rep. 1041. 


FIRE 

Insured cannot plead ignorance of use of 
property which increases the hazard. Breach 
of provision in fire policy against increase 
of hazard forfeits the policy. 

The plaintiff was the owner of premises on 
which was situated a two-story brick stable 
building, on which the defendant company is- 
sued a policy of insurance for three years 
against loss by fire. About two months after 
issue of the policy, plaintiff rented the stable 
to a company which used the building for the 
storing of burlap bags and for the baling of 
excelsior. The baling process was accomplished 
by the use of a hay baler, operated by a gaso- 
line engine, and the gasoline was stored in the 
base of the engine. 

The policy of insurance provided that it 
should be “void if * * * there be kept, 
used or allowed on the above described prem- 
ises benzine, benzol, dynamite, ether, fire- 
works, gasoline, Greek fire, gunpowder exceed- 
ing twenty pounds in quantity.” 

The records showed that plaintiff had failed 
to comply with the above provisions of the pol- 
icy. He claimed, however, that the use of 
the premises for this purpose was made with- 
out his knowledge or consent. 

Held, it is unimportant whether the plaintiff 
was ignorant or not, that such business was 
carried on. A failure on the part of the in- 
sured to comply with the provisions of the con- 
tract forecloses his right of recovery. Judg- 
ment in the lower court affirmed. 

Leonard v. Northwestern Nat. Ins. Co. of 
Milwaukee (Court of Appeals of District of 
Columbia), 200 Fed. Rep. 318. 


AUTOMOBILE 

Error in statement of model year of auto- 
mobile held a misrepresentation of a material 
fact. 

The policy of 
under the head of “Warranties” the following 
statement: “The following is the description 
of the automobile.” The assured stated under 
this heading that the model year of the car was 
1917, whereas the testimony established con- 


insurance had printed in it 


clusively that the model year was 1921. This 
was held to be a misrepresentation of a mate- 
rial fact and a breach of warranty as to de- 
scription, thereby defeating plaintiff's right to 
a recovery. Newell et al. vs. 4Etna Ins. Co. 
(Court of Errors and Appeals of New Jersey), 
122 Atl. Rep. 373. 





THE SPECTATOR 


pf hursday 


== =x —_—_———_ 








Public Accountant 








HARRY C. LANDWEHR 
CERTIFIED PUBLIC ACCOUNTANT 
Insurance a Specialty 


75 Maiden Lane New York City 
Telephone Beekman 3461 

















Prominent Agents and Brokers 








LEON IRWIN & CO., Inc., New Orleans, La. 
REPRESENTING 
American Eagle Auto- National Union New Amsterdam 
mobile-Hartford § Nationsl-Hartford _ Casualty Co. 
American Equitable Philadelphia Under- Indemnity Company 














British-Amer. As- writers of America 
surance Stuyvesant Automobile Insurance 
Fidelity-Phenix  _ 
Insurance Underwriters BROKERS’ LINES SOLICITED 
ASN’ 
3 Cedar St. New York 








Actuarial 








FACKLER AND FACKLER 


DAVID PARKS FACKLER, F. A. 8. 
EDWARD B. FACKLER, PF. A. 8. 
WILLIAM BREIBY, F. A. S. 
CONSULTING ACTUARIES 

80 BROAD STREET NEW YORK 


Actuarial 








PAUL L. WOOLSTON 
INSURANCE EXAMINER, 


ACTUARY AND ACCOUNTANT | 


MAJESTIC BLDG., DENVER, COL. 








FRANK J. HAIGHT 


CONSULTING 
ACTUARY 


Hume Mansur Bldg. 
Hubbell Building 


Indianapolis, Ind. 
Des Moines, lowa. 








JULIAN C. HARVEY, F.A.I.A. 


CONSULTING 
ACTUARY 


CHEMICAL BUILDING’ ST. LOUIS, MO. 











JNO. A. COPELAND 


Consulting Actuary 
JAS. R. COTHRAN 
Associate Actuary 


322 HURT BLDG. ATLANTA, GA. 











So ee 


A. SIGTENHORST | 
CONSULTING ACTUARY | 


National City Bank Bldg., WACO, TEXAS 











MILES M. DAWSON & SON 
CONSULTING 
ACTUARIES 


National Association Bldg., 36 W. 44th St. 
NEW YORK 








Joseph H. Woodward i Richard Fondiller 
Harwood E. Ryan 


WOODWARD, FONDILLER and RYAN 
CONSULTING ACTUARIES 


Examinations and Audits in 
all Branches of Insurance. 


43 Cedar Street, New York 








DONALD F. CAMPBELL 
CONSULTING ACTUARY 


343 So. Dearborn St., Room 1100 CHICAGO 
Telephone, Harrison, 3384 











FREDERIC S. WITHINGTON, F. A. 1. A. 
CONSULTING ACTUARY 


Insurance Exchange Bldg., Suite948-949 
DES MOINES, IOWA 











A Policy Saved is a Policy Made 
THE OTIS HANN COMPANY, Inc. 


“‘Life Insurance Service” 


10 So. La Salle St. Chicago, Ill. 
“20 Years’ Experience Backs Our Service” 














W. H. GOULD 


ACTUARY & EXAMINER 
SYSTEM REVISION 


75 FULTON ST. 25 FRANKFORT ST. 
NEW YORK 





Actuarial 











JAMES H. WASHBURN, F.A.I.A. 
CONSULTING ACTUARY 
LIFE INSURANCE—Ordinary, Intermediate, 
Group, Industrial and Special Classes. 
WORKMEN’S COMPENSATION 
Expert Advice on Domestic, Tropical and 
Semi-Tropical Business 
Cable Address: Gertract, New York 
165 BROADWAY NEW YORK CITY 











GEORGE B. BUCK 
ACTUARY 


Specializing in Employees’ 
Benefit and Pension Funds 





35 FRANKFORT ST. NEW YORK 





—— 





—— | 


T. J. McCOMB 
CONSULTING ACTUARY 


Colcord Bidg.. OKLAHOMA CITY, OKLA, 








F, M. SPEAKMAN, C. P. A. 
CONSULTING ACTUARY 


BURNS & SPEAKMAN, Certified Public Accountants 
THE BOURSE PHILADELPHI, 








ABB LANDIS 


Consulting Actuary and Counsellor 


CLARENCE L. ALFORD 


Associate Actuary 


WASHINGTON, D.C. NASHVILLE, TENNESSEE 
10 Jackson Place, N.W. Independent Life Building 








SAMUEL BARNETT 


CONSULTING ACTUARY 
INSURANCE LAWYER 


502 Forsyth Bldg. ATLANTA, GA. 











L. A. GLOVER & CO. 


Consulting Actuaries, Life Insurance 
Accountants, Statisticians 


29 South La Salle St., Chicago 














Consulting Engineers 











FREDERICK A. WALDRON 
CONSULTING ENGINEER 
Designer of 


HOME OFFICE BUILDINGS 
Full Architectural and Engineering 
Services Available 
37 WALL ST. Tel. HANOVER 6718 NEW YORK CITY. 
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Miscellaneous Insurance 
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Statisticians 











g 
STATISTICS 


Annual statements, writings, can- 
cellation and reinsurance schedules, 
special calls and all work requir- 
ing the use of tabulating machines. 
Also overload work. Expert comp- 
tomcter operators on short notice. 


FENWAY COMPANY, INC. 


Whitehall 20 Vesey Street 
7796 New York 




















Underwriters 
Statistical Bureau, Inc. 


We render complete statistical service 
and relieve you of the pressure of annual 
statement filing. 

We are also equipped to prepare can- 
cellation and reinsurance schedules, or 
handle any job where the use of tabulat- 
ing machines or comptometers is de- 


sirable. 
Phone: JOHN 1090 
50 John St. New York City 











Insurance New Year Book for 1923-24 

The fifty-first annual edition of The In- 
surance Year Book was issued sometime ago 
by The Spectator Company, New York. This 
annual encyclopedia of insurance has, for many 
years, been published in two volumes, but 
a innovation was made this year, and the 
1923-4 edition has been issued in three volumes 
of about 1200 pages each. This publication 
is of such magnitude that it requires the work 
of a considerable corps of people through the 
year, and involves a large annual expenditure. 

New and valuable features have been in- 
cluded in the current edition, and the volumes 
of The Insurance Year Book are recognized 
as being indispensable to insurance men as 
works of reference. 

The Life Insurance Volume, which is com- 
piled from authoritative sources, falls into two 
general sections, the first dealing with histor- 
ical reports upon the various companies, and 
the second with statistical data. Included in 
the first section are running and readable ac- 
counts of the history of each old line insurance 
company in the country, with details as to its 
incorporation and various interesting features 
of its career. Much information is herein pre- 
sented indicating the classes of business trans- 
acted and the manner in which the company 
is conducted. In the second section are em- 
braced statutory requirements of the various 
states, and numterous statistical tables permit- 
ting comparisons of transactions from year to 
year, and dealing with many diverse features 
of the business. A valuable department of this 
volume is that bearing the caption Life In- 
surance History, showing the figures of all the 
level premium companies, year by year for 
the past twenty years. 

The Life Insurance Compendium includes 162 
pages and analyzes the statements of the life 
companies for the past year in a most compre- 
hensive manner. Other matters dealt with are 
payments to policyholders and accumulations, 
industrial insurance, interest earnings, expense 
rate, terminations by surrender and lapse, an- 
alyses of bands, stocks and mortgage loans 
owned, etc. There is also a department show- 
ing life insurance by states, and other chapters 


listing retired companies, showing the gain and 
loss exhibit for 1922, etc. 

A directory of insurance agents, attorneys 
and medical examiners occupies over 230 pages. 
Data concerning stipulated premium companies, 
assessment associations and fraternal orders 
are also tabulated. 

Embraced in the fire and marine volume are 
about 1200 pages of useful information, the 
section devoted to reports of fire insurance 
companies presenting much data relating to the 
respective fire and marine companies, includ- 
ing facts concerning their organizations, cap1- 
tal changes, surplus contributions, conflagration 
losses, underwriting and investment profits and 
losses, etc. In addition there is a statistical 
section which contains various short rate tables, 
tabulations showing the results of the fire in- 
surance business running back to 1860, classifi- 
cation of premiums and losses, fire insurance 
stocks and dividends, lists of companies in 
foreign countries, Canadian insurance tables, 
lists of retired companies, underwriters’ organ- 
iaztions, premiums in various cities, etc. 

Another section gives data on fire depart- 
ments and water supplies in over 3500 cities and 
towns. There is also an extensive directory 
of insurance agents, attorneys and independent 
adjusters. 

The casualty, surety and miscellaneous vol- 
ume of The Insurance Year Book, devoted to 
casualty, surety and miscellaneous insurance, 
has an important section relating to reports 
of companies and giving the general statistics 
for five years, special tables for each company 
showing its premiums, losses, commissions, un- 
derwriting expenses and ratios for each class 
of business transacted and for its total busi- 
ness, with underwriting and investment profits 
and losses in 1922. Another section is devoted 
to historical data on each company with infor- 
mation as to its conduct. Statutory require- 
ments, extensive tabulations showing the busi- 
ness and standing for ten years or less of 
stock, mutual and reciprocal organizations 
transacting various casualty and miscellaneous 
lines, and the transactions of the respective 
companies in each state by classes of business 
are also given. Other chapters present history 
and legislation, stocks and dividends, Canadian 
statistics, underwriters’ organizations, retired 
companies, profit and loss tables, etc. A direc- 
tory of insurance agents, medical examiners 
and attorneys is also given. 

The price of each volume of The Insurance 
Year Book is $15; either two volumes ordered 
together, $25; and all three ordered together, 
$35.—The Underwriters Review. 


Death of Franklin C. Wells 

Dr. Franklin C. Wells, medical director of 
the Equitable Life Assurance Society of the 
United States, died suddenly at his home in 
New York on the evening of December 21. 

Mr. Wells was a graduate of the Bellevue 
Hospital Medical College. He became identi- 
fied with the Equitable in 1891, when he became 
an examiner in Chicago. He came to the home 
office in 1903, was appointed assistant medical 
director in 1905, and medical director in 1909. 

Victory Life Organizing 

A new insurance organization is being 
launched by Chicago negroes, namely, the Vic- 
tory Life, which company will have a capital 
of $100,000. It is understood that this com- 
pany expects to be ready to write business on the 
first of the year, starting with capital as pre- 
viously stated and surplus of $200,000. Anthony 
Overton, a prominent negro banker, is the presi- 
dent of this company, and I. J. Joseph, a life 
underwriter, who hails from the South, is gen- 
eral manager. 


RARE OLD BOOKS AVAILABLE FOR 
LIBRARIES 


Insurance Men and Companies Can 
Secure Sets of Important Annual 
Publications 


As a result of checking up recently various publi- 
cations on hand for sale, The Spectator Company is 
now able to announce that it has sets of annual pub- 
lications named below, either complete or nearly so. 
Insurance companies and individuals desiring to per- 
fect libraries or those who wish to establish insurance 
libraries would do well to avail of this opportunity to 
secure sets of the valuable reference publications de- 
scribed below: 


Tue InsurANCE YEAR Boox 

A set of the Insurance Year Book, comprising the 
editions from 1877 to 1923, inclusive, except the vol- 
umes for 1878 and 1883, and embracing seventy-nine 
volumes in all, may be purchased for $800. In the 
years 1877 to 1890, inclusive, all classes of insurance 
were embraced in one volume; from 1891 to 1922, in- 
clusive, there were two volumes for each year, and 
in 1923 the Year Book was printed in three volumes, 
one devoted to life insurance, one to fire and marine 
insurance and one to casualty, surety and miscellane- 
ous insurance. We also have in stock a less com- 
plete set of the Year Books, and also some surplus 
volumes for odd years, 


Tue Hanpy GuiIpE To PreMiuM Rates, APPLICATIONS 
AND PoticrEs OF AMERICAN LIFE CoMPANIES 


A complete set of the annual issues of the Handy 
Guide from 1891 to 1923, inclusive—thirty-three 
volumes in all—may be obtained for $150. There 
is also in stock another not quite complete set and 
some surplus volumes for various years, 


CompPeNpIUM oF Orrictat Lire INSURANCE Reports 

A set of the Compendium, including volumes from 
1893 to 1923, inclusive, except those for the years 
1900, 1902 and 1920, embracing twenty-eight volumes, 
may be purchased for $135. There are also on hand 
some odd volumes for various years. 


Tue Hanpy Cuart oF CAsuaLty, SURETY AND 
MISCELLANEOUS INSURANCE COMPANIES 
A set embracing issues of the Handy Chart for the 
years 1894 to 1923, inclusive, except for 1901 and 
1904, may be obtained at $30; and there are also some 
surplus copies on hand for various years. 


Tue Fire Insurance Pocket INDEX 


Copies of the Fire Insurance Pocket Index for 
the years 1880 to 1923, inclusive, except for the fol- 
lowing years: 1883, 1884, 1885, 1886, 1895, 1897, 
1900, 1902, 1904, 1908, 1910, 1911, 1912, 1915 and 
1919, may be secured, and there are also some sur- 
plus single copies for various back years. 

¥ 
Tue Pocket RecGistErR oF AccCIDENT INSURANCE 


Issues for the years 1891 to 1923, inclusive, ex- 
cept for the years 1903, 1904, 1905 and 1908, are ob- 
tainable at $32; and there are also available odd copies 
for various years. 


Tue Pocket REGISTER OF LIFE ASSOCIATIONS 


A set of the above-named charts from 1886 to 1923, 
inclusive, except for the years 1892, 1893, 1895, 1896, 
1897, 1898, 1899 and 1900, can be procured, and also 
single copies for various years during the period 
named, 


Tue Lire INSURANCE POLICYHOLDERS’ POCKET 
INDEX 

A set of the above-named publication for the years 
1883 to 19238, inclusive, except for 1886, 1895, 1900 
to 1908, inclusive, 1910 and 1919, may be purchased 
at $50, as well as single copies for some of the years 
embraced in the period. 

Sets of other important insurance works can be 
supplied on application. 


Vest Pocket Lire AGENTS’ BRIEF 
Of the above publication, complete sets for the 
years 1910 to 1928, inclusive, may be purchased at 
$25 per set, and there are also surplus single copies 
for some of the years named, 
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REACHING AIS **SOFT SPOT” 
FOR HIS CHILDREN FOR HIMSELF 
vv O U R ® HK A N C E Dad’s ‘‘soft spot” is his boy and his Wanted agents in Ohio, West Vir- 
girl. His one big ambition is their ginia, Michigan, Indiana, Kentucky, 
education, their start in life and in Texas and Oklahoma. 
- 2) = business. For our new 
To become Supervisor in Connecticut for a Any Dad of a child from 2 to 14 COND SERCIA. 
me a years of age will be tremendously in- Ac aa 
y oung life insurance company; one of the ihe bev pe Page Steg: a For business and professional men. 
kind wh lity and hard work will a “‘Non-Cancellable 
where persona ya ard work Wl | The bap State J sree now $1,000 to $10,000 Re 
D os ranges from ages 2 to 65 years, cov- g 5; page ity. 
receive a visible reward. | ering the family group with few pe gy ee ee 
exceptions. Commissions. 7 
| Our agency contracts on the partner- Accrued indemnity payable every 
Address P. L. care of THE SPECTATOR, Box III7, | ship basis will interest you. 30 days during disability. 
New York City. | Our O. S.-Li.-Co. Automobile Policy is a great door-opener. 
| THE OHIO STATE LIFE INSURANCE CO. 
Sa AR NS AO | John M. Sarver, President COLUMBUS, OHIO 
THE HANOVER FIRE INSURANCE COMPANY | AGOODNAMETOREMEMBER ae 
Continuously in business since 1852 MOUNTAIN STATES LIFE INSURANCE COMPANY 
The real strength of an insurance company is in the conservatism of its man- | ae . Denver, Colorado 
agement, and the management of THE HANOVER is an absolute assurance of the | C. W. Fairchild, President. W. L. Vernon, Secretary-Treasure, 











security of its policy. Taking the mystery out of life insurance 














































R. Emory Warfield, President Montgomery Clark, Vice-President | 
E. S. Jarvis, Secretary — : Charles W. Higley, Vice-President | PROGRESSIVE CONSERVATIVE 
illiam Morrison, Asst. Secy. | Bestfacilities for growing agents. Largest net returns on your time. _ Liberal commissions and renewals 
Home Office, Hanover Bldg., 34 Pine St., New York JOIN US AND HAVE A REAL INCOME 
SR ee | __ Write CHAS. E. KNIGHT, Vice-President in charge of Agencies, Denver, Colorado. 
Low Rates— High Profits | PH CE N i ASSURANCE COMPANY 
explain why The Great-West Life Assurance Company is the LIMITED, OF LONDON 
greatest financial institution in Western Canada. $50,000,- | (ESTABLISHED 1782) 





























000 of the finest assets on earth are behind every dollar en- AUTOMOBILE—USE AND OCCUPANCY—TORNADO—SPRINKLER 
trusted to its care. LEAKAGE—EXPLOSION AND RIOT, AND CIVIL COMMOTION 
The Great-West Life Assurance Company | aan ove — LS omar ome ous 
HEAD OFFICE—WINNIPEG | - BERCIVAL BERESFORD, Manager ‘ 
oy 
MORES TORE eee 








HOME LIFE INSURANCE COMPANY 


| New York 
WE WANT AGENTS | ETHELBERT IDE LOW, President 
. — The 63rd Annual Report shows: 
to push our five=-point-nine policies. Premiums received during the year 1922.............0ee0e. $7,369,835 


s . Payments to Policyholders and their beneficiaries in Death 
Excellent lowa territory and liberal Claims, Endowments, Dividends, Etc................206- 5,400,769 
contracts for men of good reputation. Amount added to the Insurance Reserve Funds............. 2,206,762 
Ne ea nee Income or WSU OREIINRING 5 5:.c.5)n a70/6. 00s acoiesatousie ecoe 2,110,922 
“ . ” 2,352 in excess of the amount required to maintain the 
THE COMPANY OF CO-OPERATION Lote 


—_— pep ved experience 52.87% of the amount expected. — 
, PE FR ois 5 50 nccc cunecenedxgaoameeudenee eee 46,253,715 
THE DES MOINES LIFE & ANNUITY C0 MUBTECIATAIOE HART) OOO ss :0: 54.019, 6 6 H:0'8G 01.6 8h HRS Bis elarw WG eater aT alST OO $232,163, 
A. L. HART, Agency Manager FOR AGENCY APPLY TO 


, 3 GEORGE W. MURRAY, Superintendent of Agents 
Home Office—Register Tribune Bldg.—Des Moines, lowa 56 BROADWAY NEW YORK 


THE MUTUAL LIFE OF ILLINOIS 
LIBERTY NATIONAL LIFE INSURANCE CO. | - HOME OFFICE: 














CAPE GIRARDEAU, MO. | SPRINGFIELD, ILL. 
OLD LINE—LEGAL RESERVE | _— 
PARTICIPATING—NON-PARTICIPATING | | An “Old Line” Legal Reserve Company 
STANDARD—SUB-STANDARD issuing all the standard forms 


NON-FORFEITABLE RENEWAL CONTRACTS | — F - nen ill Will 
General Agents Wanted | ood territory 1n Illinois still open. 1 


In | be pleased to hear from anyone interested 


Illinois, Missouri, Louisiana, Arkansas and Kansas | 3 ee a —— 

































an eo) So ee = 


THE COLONIAL LIFE RRS er yt tet aor 


INSURANCE COMPANY OF AMERICA 
welcomes men with a good past who G O O TERRITORY 


seek a better future 
FOR GOOD MEN 


GEO. T. SMITH, Vice-President DUNBAR JOHNSTON, Secretary GB Mins, Frees. - da; Secy 
CHAS. F. NETTLESHIP, 2nd Vice-Pres. S. R. DROWN, Supervisor of Agencies HOME OFFICE: CEDAR RAPIDS, IOWA 


— 
HOME OFFICE, JERSEY CITY, NEW JERSEY — 
















Ideal contracts in a square=-deal company | 
E. J. HEPPENHEIMER, President 











































